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Popular member of the Tokheim Lo-Boy family is the 
Retrev-A-Hose model 39A, which carries 12 feet of 
hose under positive control at all times whether all or 
a part of it is needed. Hose drapes neatly at side of 
pump when it is not in use. 


A recent addition to the Tokheim Lo-Boy family is this 
Twin pump. It may be installed with one suction line for 
one product (Model 39A1), or two lines for two 
products (Model 39A2). Two cars can be serviced from 
one or both sides of an island at the same time. 


Tokheim E-Z-Fill, Model 39B Lo-Boy differs from the 
Retrev-A-Hose pump only in the hose control mechanism. 
E-Z-Fill carries 16'10” of hose which extends and 
retracts on pulleys and weights within the pump. 
About half of hose is inside the pump when not in use. 
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Give Sales Producing “Family Identification” 
to we 


CALIFORNIA OIL COMPANY 


Product 


To introduce rem 10-30 Special M 


Oil, The California Oil Company supplemented 
usual types of advertising with a colorful dis- 
play designed to help win quick public recogni- 
tion and acceptance for this new product. 


An attractive, new four-color package design 
was developed. This design is featured on all 
RPM 10-30 packages from one-quart cans to 
55-gallon drums. 


This “family” of packages displayed in pyra- 
mid form at thousands of service stations 
throughout the East has helped California Oil 
quickly establish recognition and acceptance 
for this new motor oil. 


Reproduction on large containers of the same 
design that appears on small packages is made 
possible by the exclusive Rheemcote lithograph 
process with which any design can be repro- 
duced on drums up to 55-gallons in capacity. 


You can use this powerful new advertising 
medium effectively. We will be glad to discuss 
the matter with you, or send you a colorful 
booklet which describes the sales possibilities 
of this important new medium. 
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RHEEM MANUFACTURING COMPANY 
World’s Largest Manufacturer of Steel Shipping Containers 


RICHMOND, CALIFORNIA . SOUTH GATE, CALIFORNIA HOUSTON, TEXAS . CHICAGO, ILLINOIS 


NEW YORK, NEW YORK NEW ORLEANS, LOUISIANA . NDEN, NEW JERSEY ° SPARROWS POINT, MARYLANLT 





* 
ge 


oe 
~~ 


« 


as 


Vili 


¥ 4 
Ed toe “lh 
—_—— a » 4 as — # 


Any idea what year it was ? 


i 
; 


J 
This was the year when Woodrow Wilson was inaugurated to the Presidency . . . when 
the War Department ordered the mobilization of 4,000 troops on the Mexican border 


... when the prohibition amendment was first introduced in the Senate and House and 
died in committee. 


This was a big year for us, too. Among 
the things which made it big was Gulf’s 
opening of the world’s first drive-in 
service station in Pittsburgh, Pa. 
(Prior to this, cars were serviced in the 
street and gasoline dispensed in cans 
or through curb-side pumps.) 

The year? 1913. 

The oil industry has come a long 
way since the opening of that first 


drive-in. Today, more than 200,000 
bona-fide service stations accommo- 
date America’s motorists. And in 36 
states, one in every ten stations dis- 
plays the Gulf Orange Disc. 

Here you have another example of 
petroleum’s contribution to the Amer- 
ican standard of living—a contribution 
which will, we believe, continue to in- 
crease in size and scope over the years. 


GULF OIL CORPORATION 


GULF REFINING COMPANY 
GENERAL OFFICES, PITTSBURGH, PA. 
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Speed deliveries with 
this B. F. Goodrich fuel oil hose 


Keeps its shape, keeps flexible and strong far longer 


HIS B. F. Goodrich hose for han- 
Tilting fuel oil keeps a full unob- 
structed flow moving from truck to 
tank. No more swelling, flattening on 
the reel, kinking, sifeninn: even in 
cold weather. Here’s how this im- 
proved hose can help your drivers 
speed deliveries. 


Keeps shape and size 
Special oil-resisting rubber compound 
makes the tube of this hose completely 
oilproof, eliminates tube swelling, 
shrinkage of the inner diameter of the 
hose. Tube won't flake off into the 
stream of oil. 


Strong braided construction makes 
this hose keep its shape on the reel, even 
when the line is empty. Won't flatten or 
collapse on the reel, to cause shut-offs 
or slow deliveries. Braided construction 
has no reinforcing wire to take perma- 
nent kink. Special ingredients in the 
rubber keep this hose flexible and easy 
to handle even in severe sub-zero 
weather. This hose reels readily, handles 
easily, saves many minutes each day. 


Tough oilproof cover 
Cover built for rough use. Drag this 
hose over curbs, over brick, stone, or 
gtavel driveways—it won't be harmed. 
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You can let it stand in spilled oil or 
grease without damage. Won't crack or 
check under the hot sun. Its smooth gray 
finish is easy to clean and keep clean. 

Furnished with either one-time Per- 
malock or reattachable couplings. Static 
wire bonded to coupling at each end 
of hose. Ask your BFG distributor to 
show you a sample of this hose and 
quote prices. Or write The B. F. Goodrich 
Company, Dept. M-169, Akron 18, Ohio 


B.F Goodrich 
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LOOK FOR THESE HEIL FEATURES 

Heil Triple-Dished Heads, the 
strongest ever developed for re- 
sistance to liquid surge and efficient 
transfer of shear loads from tank 
shell to fifth wheel and running 
gear. 

Great structural strength through- 
out for safety, road stability, long 
life. 

Neway or Hoobler Spread Tan- 
dems (optional extra) for greater 
legal payload advantages and to 
provide additional tire mileage. 

Many other features it will pay 
you to investigate. 
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Ask any operator, who has driven many makes of liquid carriers, 
what is the lightest weight, easiest-pulling tank. 

The answer is HEIL! 
Ask any producer which tank carries the greatest payload. 

Once again, the answer is HEIL! 
Heil tanks are designed and constructed at every point to 
reduce weight and increase tank capacity. For example, 
one Heil model is made with 58 fewer pieces and 220 less feet 
of welding than previous models to reduce weight by half-a-ton. 
This tank carries 250 gallons more per trip! There’s a 
bonus that puts a nice profit in your pocket. 
For over-the-road liquid transportation of all kinds... 
gasoline, petroleum products, acids, chemicals, liquid sugar, 
asphalt, printer’s ink . .. Heil tanks are the champions of efficiency, 
dependability and profit. Write for literature 
describing every bonus feature. 


THE HEIL co. 


3037 W. MONTANA STREET os MILWAUKEE 1, WISCONSIN 
Factories: Milwaukee, Wis. ©@ Hillside, N. J. 


DEPARTMENT 3734 
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Behind Our Headlines 


This department's most faithful con- 
tributor is Glenn Green, Jr., of the 
NPN Washington staff. Seems that 
Glenn has an adventure of sorts every- 
time we hand him a story assignment. 

His latest occurred down in North 
Carolina, where he was gathering the 
facts for our feature on jobbers shift- 
ing brands (see page 20). Let’s let 
Glenn tell the story: 

You've heard, no doubt, about the 
way mountain men can skin over the 
hills on foot. That’s nothing to the 
way they get over them by auto, be- 
lieve me. 

I had occasion, during my assign- 
ment, to follow jobber Rufus W. 
Colvard through a couple of Blue 
Ridge counties in the extreme north- 
east corner of North Carolina. He 
was driving a new Buick. 

I say driving. Actually he was just 
touching base occasionally on the 
twisting, roller-coasterish mountain 
roads. My tired old Ford was equal 
to the task on the few level spots and 
downhill but, when he scooted up one 
of those long, tall hills, I was left 
back down in the valley. You can 
image what that Ford had to do on 
the downhill leg to catch up. 

Incidentally, just to make things 
interesting, the Ford and I arrived at 
night—the last 30 miles being straight 
up—ia the midst of a gale and snow. 
The snow never had a chance to hit 
the ground with that wind funneling 
down the mountain passes in gusts of 
at last 50 mph. 

They had just put up a cinder block 
and concrete wall in one of Mr. Col- 
vard’s new stations. The wind tumbled 
that wall down the way you'd kick 
over a child’s blocks. It was that strong. 


—Herbert A. Yocom 
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Tri-Sure Closures keep every 


MID-CONTINENT 


IN E. NZ. P-4- 
ZB 
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"Seal Protects Quality” 


Tri-Sure* protection for every drum”’ is part 
of the marketing program of the Mid- 
Continent Petroleum Corporation—and it 
pays, not only in the prevention of losses but 
in the maintenance of customer good-will. 


This drum equipped with Tri-Sure Closures 
carries premium-type D-X Motor Oil with 
Extrinol as well as Mid-Continent’s industrial 
and other lubricating oils. As a result, all 

of these fine products are protected from 
leakage and impurities—and Mid-Continent’s 
customers are assured of full value every time. 


a hd 
Penne perno* 


Tri-Sure Closures—with their exclusive 
assembly of Flange, Plug and Seal—offer 
you the dependable way to safeguard your 
products from losses, and to increase your 


company’s prestige. When you order drums, 
«§ always specify ““Tri-Sure Closures’. 


Reg. U.S. Pat. Of 
oe *The “Tri-Sure’’ Trademark is a mark of reliability 
backed by over 30 years serving industry. It tells 


your customers that genuine Tri-Sure Flanges (in- 
serted with genuine Tri-Sure dies), Plugs and Seals 
CLOSURES have been used. 


AMERICAN FLANGE & MANUFACTURING CO. INC., 30 ROCKEFELLER PLAZA, NEW YORK 20, N. Y. 
Tri-Sure Products Limited, St. Catharines, Ontario, Canada 
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AHEAD OF THE NEWS 


Socony Gasoline-Oil Push—Socony-Vacuum will short- 
ly introduce a new premium gasoline and a new premium 
motor oil, backed by a large advertising program. Socony 
says the two “completely new” products will be “unexcelled 
by anything on the market.” To prepare for such a move, 
the company spent $34 million on its domestic refineries in 
1953 and is earmarking another $71 million for this year. 
Much of the money is for the new refinery at Ferndale, 
Wash., and for catalytic reformers being built there and at 
three other Socony refineries. When these reformers are 
completed late in 1954, they will be able to turn out 100- 
octane gasoline (using tetraethyl lead). Output will be used 
mainly for blending with other gasolines to make high- 
quality product. 
e 


TCP Round Two—Shell Oil Co. is serving notice it is 
ready for a bare-knuckle fight over the additive/octane 
issue. Shell’s advertising last year referred to chemical de- 
posits. But this year Shell will say TCP gasoline prevents 
lead deposits. Ads will challenge the claim that higher 
octane rating “makes the gasoline.” This will be Shell’s 
biggest advertising campaign ever—and it has had some 
big ones. Motorists will be told: “TCP unlocks captive 
power” and “TCP re-powers your engine.” 


Oil Heat Test Ahead—One of the East’s better heating 
oil Independents flatly predicts a high business mortality 
among inefficient oil heat operators in the next few years. 
He says the industry has been steadily raising its standards 
to meet gas competition. He says this trend will be speeded 
up as the industry gains a greater awareness of the import- 
ance of heating oil to refinery netbacks. He warns that 
“then the fur will fly. The shoemaker in oil heating, who 
puts gun burners in pot stoves, and the like, will be eli- 
minated. He’ll go the way of the gasoline pump at the back 
alley garage.” 


OWIU Merger Vote—Oil Workers International Union 
will hold a convention in Cleveland starting June 1 to de- 
cide whether to join other unions in the proposed Oil and 
Chemical Workers International Union. About 300 OWIU 
delegates will meet to vote on ratifying the “big union” 
constitution. Representing a claimed 130,000 OWIU work- 
ers, the delegates are expected to approve the constitution. 


Phillips Pushing North—Virginia jobbers report that 
Phillips Petroleum’s brand probably will enter their state 
sometime this year. Phillips is now very active in neighbor- 
ing North Carolina (see p. 20). And it has been expanding 
marketing rapidly in other southeastern states since its 
“blitz” entry into Florida last year. Phillips reportedly has 
already contacted one jobber in the Norfolk, Va., area, 
asking him to shift from his present supplier. The company 
is Operating entirely through jobbers in the Southeast. 


March 31, 1954 + NATIONAL PETROLEUM NEWS 


Eye on Small-Town Dealer—Esso Standard has decided 
to increase its gasoline dealer representation in the com- 
pany’s “thin” areas. And Esso will pay more attention to 
the dealer in the small community. The company believes 
such dealers have (1) an important influence on consumer 
buying habits, and (2) a firm hold on a substantial part of 
the total market. Esso thinks the small-town dealer can be 
supplied profitably if his station is inexpensive (yet repre- 
sentative) with sizable storage. 


Fuel Oil Giveaway—A jobber in southern Illinois is 
luring new fuel oil customers by installing free 275-gal. 
tanks—and oil men fear the practice will spread. For years, 
a sore spot in the marketing of gasoline and tractor fuel 
has been the practice of giving away storage tanks and 
equipment. Both jobbers and majors have participated. But 
until now, fuel oil selling has been relatively free from this 
profit-shrinking method of building volume. 


Less Dealer Turnover—A West Coast major is finding 
the situation for getting good station dealers the best since 
the end of World War II. Dealer turnover is down 20% 
from a year ago. And the quality of men seeking dealer- 
ships is improving. Result: When poor dealers leave the 
business, the company is able to place their stations in 
better hands. 


Residual Demand Boost—The 360-ton-per-day delayed 
coking unit being installed by Sunray Oil Corp. at its 
Duncan, Okla., plant should help the Oklahoma residual 
demand picture next fall and winter. Sunray’s preliminary 
storage program will take a good amount of residual off 
the market between now and Oct. 1 (completion date of 
the unit). And the coker will use about 9,000 b/d of 
residual thereafter. Sunray thinks its unit will provide a 
residual outlet for several southern Oklahoma refineries in 
addition to its own. The company will market its coke pro- 
duction through Great Lakes Carbon Co. of New York. 


Elementary Oil Education—A booklet about the oil 
industry designed for general use in elementary schools is 
going to evolve from the Oil Industry Information Com- 
mittee’s aid to Cub Scouts in their April activities project. 
Requests have been “overwhelming” for the kit that OIIC 
supplied the Junior Scouts for use in making displays and 
putting on playlets—with oil as the theme. Now OIIC is 
going to re-do the booklet (a key item in the kit) and give 
it broad appeal at the elementary school level. The revised 
booklet will have more illustrations and be easier to read. 
Also, its format will resemble that of American Petroleum 
Institute booklets for high school pupils. 


For more Ahead of the News > 
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R Service Man: 

“| go for that extra-rugged Service- 

Model Saf-Lift! It has the strength and stamina 
to stand up under continuous service duty, 

yet it is just as simple to use as its 
lighter-weight counterpart for car-owners.’’ 


W station Operator: 


‘Car owners really want this simple-to-use 

jack . . . that’s why we find it so easy to sell. 
Displayed near pumps or in the waiting room, 
the unusual two-legged Saf-Lift construction 
causes plenty of comment. . . we find that 8 out 
of 10 demonstrations turn into sales!’’ 


BTieet Owner: 


‘Because the Service-Model Saf-Lift lifts 

any car or light truck, we find it the handiest 
auxiliary jack around our shop... yet it’s 
the lowest-priced service jack you can buy!’’ 


car Owner: 

“*Saf-Lift answers my requirements for a 
completely safe, simple-to-use bumper jack! 
There are no parts to assemble, no stooping or 
bending, no huffing or puffing. When the job’s 
done, just fold it up like an umbrella!"’ 


» Mechanic: 

‘From a mechanic’s viewpoint, Saf-Lift is 

a real ‘workhorse’ jack, yet so simple to 

use. Its rugged front leg provides an ample 
factor of safety for heavier cars. Handy full-hand 
grip and 80% longer load rest bearing surface 
also help make Saf-Lift simple to use."’ 


i ya SEig, 








anyway you LOOK at it... 


: ae the 
YOUR CHOICE OF TWO SAF-LIFT MODELS: / a 
No. 1020 for resale to car owners. 


No. 1030 for serv 
U. S. Patent No 


2,630,296 and 2,637, ; % Sy U M Pp E Ke JAC K 


AUTO SPECIALTIES MFG. CO., St. Joseph, Michigan 
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Stations for Everyone—Fast-expanding Sunset Oil Co., 
is well into a station program aimed at drawing all types 
of motorists. For years, Sunset stressed its Golden Eagle 
Stations. After buying out Craig Oil Co. (and Craig’s San 
Francisco Bay stations) last December, Sunset did not 
convert them. Not only did it continue them as Craig sta- 
tions, it also converted some of the Golden Eagle outlets 
in the area to Craig stations (reporting tripled gallonage). 
In Los Angeles, Sunset is converting 100 stations into 
Union Oil outlets, which Sunset itself will operate. Also, 
the company is changing another 50 Southern California 
units into “Thrifti” stations, featuring reduced prices. In 
Oregon, Sunset operates the recently acquired United Pe- 
troleum outlets as United stations. And the company con- 
tinues to push the Golden Eagle brand. By thus offering 
premium, medium and low prices, plus a variety of ac- 
cepted brand names, Sunset hopes to get business from 
different groups of motorists, attracted by different types 
of stations. 
« 


Atlantic’s Spending Plans—Capital expenditures of 
Atlantic Refining Co. for marketing, production and trans- 
portation will be greater this year than last. But the com- 
pany will spend less for manufacturing, since most of its 
big Philadelphia refinery program has been completed. 
Total expenditures this year will about equal the $82 mil- 
lion Atlantic spent in 1953. 


Secondary Boycott Picture—There may be a tighten- 
ing, not an easing, of the ban on secondary boycotts. Some 
oil men have feared Congress will amend the Taft-Hartley 
Act (along the lines recommended by President Eisen- 
hower) to permit secondary boycotts of “struck work.” 
But it now appears there is little chance Congress will agree 
on any Taft-Hartley changes. Meanwhile, the National 
Labor Relations Board (now with a Republican majority) 
is mapping a new policy against labor union use of eco- 
nomic pressure against neutral employers. This will include 
restrictions on the future use of contracts that allow em- 
ployes to refuse handling “hot cargo” from a struck plant. 


NPN Staff 


Carter Northwest Expansion—Carter Oi! Co. will 
build about 30 new service stations and at least four bulk 
plants in the Spokane, Wash., area this year. Carter (a Jer- 
sey Standard subsidiary), will be marketing there on a large 
scale for the first time. It will be competing with the return 
to the area of Continental Oil Co. and the entry of Utah 
Oil Co. (Indiana Standard subsidiary). The big companies 
are being drawn by the economic growth of the Northwest. 
Carter, along with Conoco, will move in product through 
the new $20 million Yellowstone products pipe line from 
Billings, Mont., where both companies have refineries 
(Carter refinery site). The company has almost completed 
a 245,000-bbl. tank farm near the Spokane end of the line. 
The 30 ranch-type stations planned by Carter will cost an 
average of $69,000 each, including real estate. 


API Marketing Study—American Petroleum Institute is 
thinking of setting up a committee to study engineering and 
other technical problems in oil marketing. API Marketing 
Committee Chairman R. M. Bartlett (Gulf Oil) has asked 
his new co-ordinating committee if it thinks the plan is 
worth pushing. Those in favor say there is a real need for 
a clearing house for information on matters such as tight 
fills, night oil deliveries, painting, and equipment preventive 
maintenance. They also suggest the technical group might 
study standardization of the physical dimensions of oil 
equipment items. And they favor having oil marketers serve 
on committees of such groups as the American Standards 
Assn. and the American Welding Society. 


Farm Split Deliveries—Some rural jobbers in North 
Dakota and Minnesota are complaining that several major 
oil companies are taking business from them by making split 
gasoline transport deliveries to farmers—at the jobber price. 
The jobbers say it’s happening this way: The major com- 
pany convinces two neighboring farmers that each should 
install a 3,000-gal. tank. Then the company dumps half a 
transport load at each farm. The jobbers contend it is 
“vicious” competition they can’t meet. 
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Here is a uniform that will look neat 
throughout strenuous days of wear around 
the station. Made of Du Pont ‘‘Orlon”’ 
acrylic fiber, it will keep its good looks in a 
way that impresses customers—even 
though the man who is wearing it has to 
alternate his selling jobs with messy tire 
repairs and battery changes. 

“Orlon”’ helps uniforms keep their crease 
and fresh appearance for a long time with 
minimum care—even during muggy 
weather. ““Orlon’’ is acid-resistant, an ex- 
tremely useful advantage where storage- 
battery acid is a problem. Most spots come 
off uniforms of ‘“‘Orlon”’ by simply rubbing 
with a damp cloth. Grease spots come out 
easily with a spot remover. And the uni- 
forms are so durable they will stand long 
months of the scuffing and flexing that go 
with tire and chassis jobs. 

Uniforms that make proper use of 
“Orlon”’ are completely washable. Anocca- 
sional pressing will freshen up the crease 
and remove wringer wrinkles. Uniforms 
of “‘Orlon’’cost less to maintain, last longer, 
too—help keep service-station personnel 
looking neat. Check your distributor for 
uniforms of ‘“‘Orlon’”’ today. Or write E. I. 
du Pont de Nemours & Co. (Inc.), Textile 
Fibers Dept., Room 2522, Dept. N, Wil- 
mington 98, Delaware. 


ORLON is Du Pont’s trade-mark for its acrylic 
fiber. Du Pont does not make uniforms .. . 
makes only the “‘Orlon’’ acrylic fiber. 


REG. VU. $, Pat. OFF. 
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WASHINGTON 


Quest for Information Touches off Furor 


Assistant Interior Secretary Felix 
Wormser was last seen shaking his 
head in confusion over the “false 
alarm” raised by an apparently inno- 
cent inquiry into the operations of the 
National Petroleum Council. 

It all started with a letter from 
Senator Pat McCarran, a Democrat 
(and experienced politican) from the 
minerals-conscious state of Nevada, 
urging the establishment of a National 
Minerals Advisory Council. 

So Mr. Wormser began looking 
around for some background informa- 
tion on the need for, structure and 
operations of, industry councils. And 
what better source would he have to 
tap than the Petroleum Administra- 
tion for Defense which (along with 
the peacetime oil and gas division) 
has been operating for the past seven 
years with timely aid from a strong 
right arm, the NPC. 

But, for some reason, several PAD 
and OGD officials got the jitters over 
Mr. Wormser’s intentions. The spark 
was fanned as it moved along and, 
out of the blue, came reports strongly 
implying that NPC’s independent 
status might be in doubt. The “meat” 
in these reports (not in NPN or its 
sister publication Oilgram News) 
apparently was a 1950 ruling from 
the Justice Department that industry 
councils, under the Defense Produc- 
tion Act, must be headed by govern- 
ment men in order to have antitrust 
clearance. 

What apparently was overlooked, 
however, was that NPC operated be- 
fore and after this ruling under a 
White House mandate. Also, how 
could a “threat” to NPC be justified 
from a Republican Administration, 
one that has called for more business 
co-operation with the government? 
There also is the cold fact that Interior 
Secretary Douglas McKay endorsed 
NPC at the first meeting he attended 
in February, 1953. 

Nothing has changed since then, 
either, as was shown when Mr. McKay 
and his assistant in charge of minerals 
(including OGD) finally jumped with 
both feet last week on the “threat” 
reports. Both told the NPC at its 
March 23 meeting they wanted it to 
continue as an independent, industry- 
headed council. 

And the final nail in the coffin came 
from Mr. McCarran who introduced 
a bill to authorize industry chairmen 
for a minerals council. So the man 
who was reported as the starting point 


of the “threat” actually was saying, in 
effect: NPC has proved to be a won- 
derful example of government-busi- 
ness-co-operation. Let’s supplement 
this White House mandate with con- 
gressional endorsement and extend 
the idea to other industries. 


Somebody Needs Orienting 


A former high-ranking PAD offi- 
cial had an ego-shaking experience 
recently. 

He was in Washington on business 
and, while here, ran over to PAD to 
see old friends. The mail was delivered 
and, surprisingly, there was a letter 
for him. 

The letter was addressed to him as 
a PAD official, even though he has 
been gone for many months. 

The real pay-off, however, was that 
the letter was from his own company 
—of which he is a director. 

“It’s pretty bad when people in my 
own company don’t know I’m work- 
ing for them,” he said, but he had a 
grin to show his feelings weren’t mor- 
tally wounded. 


An Encouraging Sign 


The Petroleum Planning Committee 
of the North Atlantic Treaty Organiza- 
tion apparently has reached a slow- 
down stage with no major problems 
facing it. It reportedly has one or two 
petroleum studies under way but they 
are described as “minor.” 

That would seem to mean that the 
West is in pretty good shape, petro- 
leum-wise, in the event of all-out war 
—that most of the problems connected 
with a development of that magnitude 
have been considered and plans 
worked out to meet them. 

The committee is composed of rep- 
resentatives of all NATO member 
countries. At its meetings, the com- 
mittee determines what particular 
questions confront it, then turns the 
job of finding the answers over to a 
six-nation working group. The mem- 
ber countries of this working group 
have never been revealed, in line with 
the over-all secret nature of the com- 
mittee’s task, although the U.S. is 
known to be on it. 

The committee passes on these find- 
ings and makes recommendations to 
the NATO Council. Any action neces- 
sary to carry them out is undertaken 
individually by NATO countries. 


—NPN Washington Staff 
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Two ways you can 
protect your family 
against CANCER 


-..@ check 
--.@ check-up 


Cancer strikes in one of every two 
families. Each year more than 
60,000 American children under 
the age of eighteen lose a parent 
to cancer. 

Yet many cancers can be cured, 
if discovered in time. 


Every man should have a complete 
physical examination once a year. 
Women over thirty-five should have 
a complete physical examination 
twice a year. Patients are being saved 
today who could not have been saved 
even a few years ago. 

The American Cancer Society 
asks your help. 













How soon we find cancer’s cause and 
cure depends on how soon and how 
much help comes from people like you. 


Send contribution to Cancer, 
c/o your local Post Office. 
Cancer strikes One in Five 

STRIKE BACK... 

Give to Conquer Cancer! 


(¢ per gal.) 


Mar.26 Feb.26 Mar.23 
1954 1954 1953 


Gasoline 11.80 11 
Kerosine 10.53 10. 
Distillate 9.09 9%. 
Residual 3.98 4. 
9. 
¥ 


Q “eee x NPN PRICE AVERAGES* 
APRDRES 5 oo Pee —- 


90 14.65 
60 10.17 
18 8.69 
07 3.37 
4 principal 
products 8.98 08 
Lube oil 17.07 17.04 
Crude at 
well ($ 
per bbl.) 2.82 2.82 2.63 
* Weighted average price, 
principal markets. 


8.65 
18.81 


Week 


Mar. 21 
1953 


Ui) WEEKLY PETROLEUM STATISTICS ‘arb 


Primary Stocks 
Finished and unfinished gasoline (thous. bbl.) 177,364 163,324 
Distillate fuel oil (thous. bbl.) 69,728 59,751 
Kerosine (thous. bbl.) 19,421 18,492 
Residual fuel oil (thous. bbl.) 46,215 41,844 
Crude oil—B. of M. (thous. bbl.) 266,216 274,480 
Refinery Activity 
Crude runs to stills (thous. bbl. daily) 7,156 7,099 
Foreign crude included (thous. bbl. daily) 519 590 
% of refinery capacity operated i 88.7 93.6 
Refinery Output 
Gasoline (thous. bbl.) 24,585 23,256 
Kerosine (thous. bbl.) 1a 3,120 2,866 
Distillate fuel oil (thous. bbl.) 10,982 10,338 
Residual fuel oil (thous. bbl.) 8,573 8,944 
Crude Supply 
U.S. crude oil production (thous. bbl. daily) 6,217 6,391 
Crude oil imports (thous. bbl. daily) 724 614 


Latest Previous Year 
Month Month Age 


Petroleum products in secondary storage (thous. bbl.) 49,951 (Jan.) 51,107 53,400 
Exports of crude and refined products (thous. bbl.) .... 12,047 (Dec.) 11,398 15,529 
Average station gasoline price, ex tax (¢ per gal.) 21.60 (Mar.) 21.81 20.62 
Gasoline consumption (million gal.) 4,104 (Dec.) 3,911 3,863 
Service station building permits (number) ........... 355 (Jan.) 347 243 
Passenger cars—domestic shipments (thous.) . . 457 (Feb.) 434 467 
Trucks and buses—domestic shipments (thous.) 90 (Feb.) 84 86 
Automotive replacement tire shipments (thous.) 3,993 (Jan.) 2,903 4,794 
Replacement battery shipments (thous.) 2,176 (Nov.) 2,825 2,168 
Oil burner shipments (thous.) 45 (Nov.) 60 53 


mm) MONTHLY MARKET TRENDS 
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GIANT PUMP 


Armed Services Seek Needs — ° 

Bids on bulk oil requirements for Attracts Gasoline Customers! 
the first half of fiscal year 1955 a 

were opened by the Armed Serv- | 
ices Petroleum Purchasing Agency. | 
In calling for offerings, the agency | 
specified that individual liftings will 

be called for primarily in tanker | 
lots, although barge cargoes may 
be utilized to a lesser extent. The 
requirements include: Navy Spe- 
cial, 11,800,000 bbl.; No. 6 fuel, 
1,000,000 bbl.; marine Diesel, 
3,450,000 bbl.; Diesel fuel (—70 
pour point), 1,175,000 bbl.; 74/78 
gasoline, 100,000 bbl.; 80/86 com- 
bat gasoline, 2,700,000 bbl.; 80/88 
motor gasoline, 390,000 bbl. For 
all three military services, the over- 
all purchases will increase about 
10% over the present rate. They 
will total approximately 226,- | 
000,000 bbl. of product at a cost | 
of more than $1 billion. Purchases 
from U.S. sources will be divided 

















. 7 HERE is an attention-getter that can't the base, on small! triangular lot in Lan- 

about as it is at present: East fail to attract gasoline customers to yout caster, Pa. Big business has resulted since its 
— OQ, - - ee oe station ... a giant pump the exact replica erection. ; 

Coast, 7%; West Coast, 21% ? and of your regular pump, ~ Be serves as office, Contact us for your unusual station build 

Gulf and Midwest, 72%. | wash and storage room. Eliminates need for ing. The low-cost and dollar-saving features 


“large lot space”. Pictured is a huge Cities of this “come on’ should appeal to you 
Service pump 16 ft. high, 7.6 ft. wide at promptly. Write today 


Gasoline Stocks Dip—After hitting J. GILBERT HALLER 
high marks for nine successive “ 
weeks, primary gasoline inventories 20 W. ANDREW ST., LANCASTER, PA. 


dropped 184,000 bbl. in week 
ended March 20. Stocks of finished 
and unfinished gasoline, according 
to API reports, totaled 179,399,000 
bbl. Inventories of all primary 
products declined. At the same 
time, refinery runs climbed again 
above 7 million-b/d average. Out- 
put of all major products, except 

kerosine, was up. Foreign crude | 
oil included in the U.S. runs hit 
a new record at 738,000 b/d. 








Jet Fuel Needs Soar — Climbing 
3,000% since 1948, military jet 
fuel requirements will continue to 
zoom. Projections have been set 
by the Armed Services Petroleum 
Purchasing Agency at some 83 mil- 
lion bbl. during fiscal 1955, begin- 
ning July 1, 1954. Military needs 
for 115/145 aviation fuel will show 
a slight increase, while 100/130 
will remain about the same as fiscal 
1954, 





A copy of this quick-reading, 8-page booklet is 
yours for the asking. It contains many facts on the 


Far East Market Expands — In- 
creasing requirements for high oc- 


tane aviation gasoline are foreseen benefits derived from your business paper and 
in conjunction with the steadily ‘ ° 

developing air transportation in the tips on how to read more profitably. Write for the 
Far East. A. R. Ogston, head of “WHY and HOW booklet ” 


Esso Export Corp.’s technical serv- 
ice division, made the forecast after 
a 14-country tour. 


McGraw-Hill Publishing Company, Room 2710, 330 West 
42nd St., New York 36, N. Y. 
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NOW! SIX NEW 
"Selling Kelly Tires 


KELLY CELEBRITY! Now Kelly combines all-Nylon cord blowout 
safety, tubeless puncture safety and a great, new idea in super 
traction—all in one superb tire. White walls stay white for 
life, and the handsome styling will add smartness to any car. 
It’s the most salable premium tire on the road today! 


KELLY SUPER ARMOR TRAC! Truck tire buyers have wanted this 
kind of tire for a long time. It gives up to 50% more mileage. 
Has a radically new, cooler-running, road-contour tread de- 
sign for longer, more even wear and better traction. It’s the 
truckers’ new low-cost-per-mile champion! 
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KELLY PUNCTURE PROTECTOR! Imagine it—puncture safety 
on all four wheels for only $18.95! That’s less than half 
the cost of other puncture-safe devices. A wide strip of 
specially developed butyl rubber seals right onto present 
tubes. No new tires or tubes needed! 


IMPROVED KELLY ARMORUBBER! It’s new, thicker, tougher, 
denser than ever—this amazing tread compound that actu- 
ally outwears steel! Exclusive Kelly process gives a more 
thorough blending of carbon black with rubber, adds extra 
thousands of safe miles to every tire in the Kelly line! 
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KELLY GRIP TRAC EXTRA! It’s the quietest high-traction winter 
tire ever made. Gives unsurpassed pulling power in deep 
snow and mud, a surer, safer grip on wet, slippery surfaces. 
Yet when this tire hits clear roads, exclusive, open-center 
tread design mutes out annoying whine and whistle! 





REASONS WHY 











Fee cn 


— a. 


KELLY SUPER FLEX NYLON! Here’s a tire that puts the mirac- 
ulous blowout safety of Nylon-cord body construction in a 
price range everybody can afford—just a few dollars more 
than ordinary tires! Here’s a combination of economy and 
safety that’s sure to be a top seller! 


New products . . . new profit and growth opportunities 
make KELLY franchise more valuable than ever! 


Ever since 1894 we’ve been able to say, “Selling 
Kelly tires is a good business!” in any year. But 
this year Kelly is offering its dealers the greatest 
opportunity of all with not one or two but six 
exciting new products, each one a pace-setter in 
the industry—truly newer . . . better . . . bigger 
in value! 

And with this great new Kelly line you get the 
best franchise in the entire industry — the maximum 
opportunity to sell profitably and grow steadily. 


You get products with quality and acceptance 
that will sell at top prevailing prices . . . products 
that enable you to operate successfully in all four 
channels of tire marketing. 


You get complete brand protection from tire 
brokers, chain stores and discount dealers. You have 
room to grow and develop your own trade area. 
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You get the most liberal credit terms and speedy 
delivery so you can sell from a smaller inventory. 


You get full-scale advertising support, both 
national and local. 


You should get all facts now. Just write: The 
Kelly-Springfield Tire Co., Cumberland, Maryland. 


KELLY 


TIRES 















to all NATURAL GASOLINE MEN 


from the 


GREETINGS 


NATURAL GASOLINE SUPPLY MEN’S ASSOCIATION 
We are looking forward to seeing you at the 
THIRTY-THIRD ANNUAL CONVENTION 
of the NATURAL GASOLINE ASSOCIATION of AMERICA 


APRIL 21, 22 and 23, BAKER AND ADOLPHUS HOTELS, Dallas, Texas 
Members of the Natural Gasoline Supply Men’s Association: 


The Aber Company 

M. N. Aitken Company 

Alliger and Sears Co. 

Allis-Chalmers Mfg. Co. 

Aluminum Company of America 

American Air Filter Co., Inc. 

American Locomotive Co. 

American Meter Co., Inc. 

Ansul Chemical Company 

Armco Drainage and Metal 
Products, Inc. 

Arrow Industrial Mfg. Co. 

Baldwin-Hill Company 

J. B. Beaird Company, Inc. 

Belleo Industrial Engineering Co. 

The Belmas Company, Inc. 

Bethlehem Supply Company 

W. H. & L. D. Betz 

The Bird-Archer Company 

Black, Sivalls & Bryson, Inc. 

Blaw-Knox Company 

W. H. Bowden Engineering & 
Constr. Co. 

Braden Steel Corporation 

U. J. Brammer & Sons 

C. F. Braun & Company 

Briggs Filtration Co. 

The Bristol Company 

Brown Fintube Company 

Brown and Root, Ine. 

Burgess-Manning Co. 

Butane-Propane News 

Byron Jackson Company 

Chieago Bridge and Iron Co. 

Clark Bros. Co., Ine. 

The Condit Company 

Continental Products Corp. 

Continental Supply Co. 

C. Lee Cook Mfg. Co. 

Cooling Tower Service Div.. 
Santa Fe Tank & Tower Co. 
of Texas 

The Cooper-Bessemer Corporation 

Joseph A. Coy Company, Inc. 

Crane Packing Company 

W. H. Curtin and Company 

Dallas Tank Company. Inc. 

Daniel Orifice Fitting Co. 

Davis Regulator Co. 

Dearborn Chemical Co. 

De Laval Steam Turbine Co. 

Delta Engineering Corp. 

M. H. Detrick Company 

Dresser Engineering Co. 


E. I. duPont deNemours & Co., Inc. 


Eggelhof Engineers 

John W. Elder Company 

Elliott Company 

Engine Life Products Corp. 
Engineering Equinment Co. 
Engineering and Fabricators, Inc. 
Ethyl! Corporation 

The Fish Engineering Corp. 

The Fisher Governor Company 


Flint Steel Corporation 

The Fluor Corp., Ltd. 

The Foxboro Company 

France Packing Company 

Franklin Supply Company 

The Garlock Packing Company 

Gasoline Plant Constr. Corp. 

General Electric Co. 

J. B. Gill Company 

The Girdler Company 

Goulds Pumps, Inc. 

Graver Tank & Mfg. Co., Inc. 

Grebe & Doremus Process Co. 

Greene Brothers, Inc. 

The Griscom-Russell Co. 

Grove Regulator Co. 

D. W. Haering and Co., Inc. 

The Happy Company 

Hercules-Lupfer Engine 
Sales Company 

The Hilliard Corporation 

Hudson Engineering Corp. 


The Industrial Insulators, Inc. 

Industrial Scientific, Inc. 

Infileo, Inc. 

Ingersoll-Rand Company 

Johns-Manville Sales Corp. 

Kansas Paint & Color Co. 

The M. W. Kellogg Company 

Kieley & Mueller, Inc. 

The Koch Engineering Co. 

James S. Kone & Company 

Ladish Company 

Le Roi Company 

Warner Lewis Company 

A. M. Lockett and Co., Ltd. 

The Lubriscosos Specialties 
Mfg. Co. 

The Lukenheimer Co. 


Maintenance Enigineering Corp. 


Maloney-Crawford Tank & Mfg. 


o. 

F. H. Maloney Company 
Manning, Maxwell and Moore 
Steve C. Maples Division— 


Allen Edwards Mfg. Co., Inc. 


Market Development Div.— 
Phillips Petroleum Co. 

The Marley Company, Inc. 

Chas. Martin & Company 

Jas. P. Marsh Corp. 

C. A. Mathey Machine Works 

Lynn McGuffy Company 

J. R. Meek Company 

Metal Goods Corporation 

Mid-Continent Supply Co. 

Midwestern Constructors, Inc. 

Minneapolis-Honeywell 
Regulator Co. 

Moorlane Company 

Moran Furnace and Sheet 
Metal Co. 

National Petroleum News 

National Supply Co. 

National Tank Company 


Naylor Pipe Company 
Nordberg Manufacturing Co. 
Nordstrom Valve Co. 

Wm. W. Nugent & Co., Inc. 
Nutter Engineering Co. 

The Oil and Gas Journal 
The Oil Daily 

Oil Well Supply Company 
O. L. Olsen 

Orbit Valve Company 


Pacific Pumps, Inc. 

Paramount Supply Company 

The Parkersburg Rig & Reel Co. 

Peerless Manufacturing Co. 

Perry Equipment Corporation 

Petro-Chem Development Co., Inc. 

The Petroleum Engineer 

Petroleum Processing 

Petroleum Refiner 

Pittsburgh Equitable Meter Div., 
Rockwell Mfg. Co. 

Plibrico Company 

Podbielniak, Inc. 

Power Machinery Co. 

Power Specialty Co. 

J. F. Pritchard and Co. 

Process Equipment Co. 

Puffer-Sweiven Company 

Refinery Engineering Co. 

The Refinery Supply Co. 

Republic Supply Company 

Riddle and Hubbell 

Rockwood Sprinkler Co. 

E. W. Saybolt and Company 

A. O. Smith Corporation 

Southern Engine & Pump Co. 

Stearns-Roger Mfg. Co. 

Stentz Equipment Co. 

Stitt Ignition Co. 

Superior Mfg. Co. 

Taylor Forge and Pipe Works 

Taylor Instrument Companies 

Tellepsen Construction Co, 

The Tennant Co. 

Tube Turns Div.-National 
Cylinder Gas Co. 

Turner-Huffman-Pierce Constr. Co. 

Union Steam Pump Sales Co. 

United Centrifugal Pumps 

Vinson Supply Company 

Vulcan Steel Tank Corp. 

Walco Engineering & Constr. Co. 

Walworth Company 

Well Equipment Mfg. Corp. 

Westcott & Greis, Inc. 

Western Chemical & Supply Co. 

Western Supply Company 

The Wickes Boiler Company 

Woobank Machinery Company 

World Petroleum 

Worthington Corporation 

Wyatt Metal and Boiler Works 


Young Sales Corp. 
John Zink Burner Company 
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How Tax Changes Will Help Oil Marketers 


There are tax changes in the making which may prove to be a shot 


in the arm to oil marketers. 


_ The revisions should be of particular benefit to the marketer who 
is just getting started or who is trying to expand and is facing finane- 


ing problems. 


The proposals, which consti- 
tute the most thorough overhaul 
of the Internal Revenue Code in 
50 years, are now being con- 
sidered by the United States Sen- 
ate. The House has already ap- 


proved the bill. 


The revisions cover a wide range of 
tax subjects: Depreciation rates, bad 
debts, foreign investments, partner- 
ships, pension plans, “double” taxa- 
tion, accumulation of profits, and a 
host of other items. 

This is not a tax-reduction measure, 
nor is it a social reform movement 
aimed at shifting the tax burden from 
one “class” of taxpayer to another. 

Instead, the principal intent was to 
put some rhyme and reason into the 
conglomeration of tax laws which, 
like Topsy, grew up in random fashion 
through the years. 

The House Ways and Means Com- 
mittee, aided by Treasury Department 
tax officials, struggled with the revi- 
sion for more than a year before the 
committee submitted the bill to Con- 
gress. 

They sought to clarify badly-mud- 
dled regulations; they sought to remove 
obvious inequities; they tried to pro- 
vide the taxpayer with some flexibility 
to help him carry his tax burden more 
comfortably even though the tax load 
remained the same, and they tried to 
close tax loopholes. 

Further, they wanged to stimulate 
economic activity, particularly for 
new and expanding companies. This, 
they reasoned, would not only be 
good for the nation as a whole but 
good for the government’s treasury, 
too, for a live-wire economy would be 
a better source of tax revenue. 

Aims Had Limits—In proposing tax 
changes, the Administration officials 
had to keep in mind the cold fact that 
the government’s income could not be 
curtailed suddenly. Therefore, the re- 
visions were limited principally to 
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Rep. Dan Reed (R., N.Y.) 
Ways and Means Committee chairman 


He’s a power behind the tax bill 


changes which could be made within 
the tax structure without materially 
reducing the government's total tax 
revenue. 

The results were not perfect. There 
still is considerable mumbo-jumbo in 
some parts of the bill despite the 
efforts to simplify the laws. 

In some instances, there obviously 
was a half-hearted compromise instead 
of bold changes. 

All in all, however, the committee’s 
work generally has been applauded as 
a big step in the right direction. 

How Oil Fits In—For the oil job- 
ber—and the petroleum industry in 
general—the major changes were 
these: 

1. Faster tax write-off of new facili- 
ties during the early years of use of 
these facilities. 

2. “Carryback” of losses for two 
years instead of one to enable a com- 
pany to spread the impact of a bad 
year. 
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3. Partial elimination of “double 
taxation” on dividends, thus making 
common stocks more appealing to 
inventors. 

4. Simplification—to some extent— 
of the rules concerning partnerships 
and reorganizations. 

5. Establishment of basic rules re- 
garding establishment of pension 
plans. 

6. Easing of the hard-and-fast rules 
regarding accumulation of surplus 
profits. 

Some of the above proposals, in- 
cluding the depreciation procedures 
and the loss “carrybacks,” have a 
definite dollar significance and likely 
will prove to be even more helpful to 
the small businessman, including the 
jobber, than to the major companies. 

Other of the changes, such as the 
“double taxation” cut, may help the 
little man some by encouraging new 
capital, but this change probably will 
prove to be of more interest to the 
larger corporations. 

Still other revisions have little, if 
any, direct economic effect, but simply 
make the rules a little simpler to 
understand and a little easier to com- 
ply with. 

Change in Tactics—There is one 
other change worth noting even 
though it does not appear in the bill. 
That is the change in administrative 
attitude at the Internal Revenue Serv- 
ice. Instead of eyeing the taxpayer 
with suspicion, as if he were trying to 
swipe the rug in the bureaucrat’s 
office, the tax agent is instructed to 
try to aid the businessman—or the 
individual—in solving his tax problems 
equitably. 

As for the major changes outlined 
above, here is how they are designed 
to work in practice: 

Depreciation—The proposed 200% 
declining balance method is aimed at 
helping a company get its equipment 
paid for while the equipment is new- 
est and most efficient. It works like 
this: 

Suppose a company installs storage 
facilities costing $100,000, with an 
estimated life of 20 years. Under the 
straight line system currently used, 
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the company would depreciate the 
equipment at a rate of 5% —or $5,000 
—each year for 20 years. 

Under the declining balance method, 
however, it would double the 5% rate, 
making it 10%, and apply that the 
first year to the $100,000 cost, ena- 
bling it to deduct $10,000 instead of 
$5,000. 

In the second year, it would sub- 
tract the $10,000 write-off from the 
$100,000 cost, leaving $90,000. The 
company would then apply the 10% 
rate to this figure, making its tax write- 
off for the second year $9,000 instead 
of the $5,000 it would have been al- 
lowed under the straight line method. 
In the third year, the $9,000 would 
be deducted from the “declining bal- 
ance” of $90,000, leaving $81,000. 
Again applying the 10% rate, the 
company would write off $8,100. 

By the end of the fifth year, the 
write-offs would total $40,951, in- 
stead of $25,000 under the old system. 
By the 10th year, the write-offs would 
be $65,132—almost two-thirds of the 
total cost — instead of $50,000 — or 
one-half of the total cost—under the 
straight-line plan. 

Make no mistake: By the end of 
20 years, the write-offs—and the taxes 
paid if tax rate were unchanged— 
would be the same. There would be 
no saving. 

The switch in depreciation from a 
straight-line to a declining balance 
system would have no effect on rapid 
tax amortization (over a 5-year period) 
that has been granted projects under 
the defense exvansion program. Fast 
tax write-offs that have been author- 
ized will continue. But the new declin- 
ing balance depreciation system would 
be applied to nondefense equipment as 
a permanent program. 

The importance, however, is that 
the declining balance method helps the 
taxpayer when he needs help the most. 
For example, in financing the new 
equipment, he can show his banker 
that he will be in a better position to 
repay a short-term loan because he 
will save on taxes during the early 
years of the equipment. 

The government will get as much 
taxes in the long run and will benefit 
additionally from having helped make 
the expansion possible in the first 
place. 

Treasury officials claim this change 
will be a big boon to the small, grow- 
ing business. 

Loss “Carryback”— As the tax 
rules stand now, a company can carry 
a loss back only one year. Under the 
proposed change, this could be spread 
over two years. Consider this: 

Suppose your company made a 
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$25,000 profit in 1952 and again in 
1953, but had a rough year this year 
and lost $50,000. 

Under the one-year rule, you could 
recover the taxes you paid on your 
$25,000 profit in 1953, but you could 
recover none of your 1952 tax. 

But under the two-year rule, you 
could recover the tax payments you 
made in each of the two previous 
years. 

Tax experts say the importance is 
this: If you are having a tough year, 
you probably are strapped for oper- 
ating cash. Your back may be against 
the wall unless you can get some 
money. By being able to get a refund 
on your taxes for the two previous 
years, you will have some cash in 
hand. It might be enough to tide you 
over and avert failure. 


“Double” Taxation—Many tax ex- 
perts contend that taxation of dividend 
payments is unfair. They point out 
that if you own stock in a company, 
you pay a share of the company’s tax. 
In addition, when you receive a divi- 
dend payment, you are taxed on that, 
too, so that ineffect you are being hit 
twice on the same revenue. 

The proposals aimed at correcting 
this situation have undergone a num- 
ber of changes along the way and may 
be changed some more before Con- 
gress is through with it. 

However, it is apt to take this form: 
A taxpayer will be allowed to get $100 
in dividends without any tax at all. 
Above that amount, he will be per- 
mitted to deduct a specified per cent 
—which eventually may reach 10% or 
more—of the remaining dividends 
from his income tax. 


The tax people think this is going 
to encourage people to invest in 
stocks and that, in turn, will help the 
companies with their financing prob- 
lems. There is too much expansion 
based on borrowed capital, the experts 
say, and any move to help companies 
raise their own money through stocks 
will benefit them and the economy in 
general. 


Partnerships—The House Commit- 
tee found that the existing tax treat- 
ment of partners and partnerships 
“among the most confused in the en- 
tire income tax field.” They found 
that partners cannot form, operate, or 
dissolve a partnership with any assur- 
ance as to the tax consequences. 

The biggest problem arose from the 
fact that rules concerning partner- 
ships have developed principally from 
court rulings and not from legislative 
action. 

To offset this, the committee tried 
to establish a broad pattern to guide 
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tax treatment of partnerships. The new 
pattern covers transfers of partnership 
interests by sale or by death of a 
partner, termination of partnership 
taxable years, transactions between a 
partner and the partnership, and the 
treatment of payments to a retiring 
partner or a partner’s estate or heir. 

Because many jobber operations are 
partnerships, this section of the bill 
will be of high importance. 

Pension Plans—Another source of 
extreme confusion in the past has been 
the tax rules concerning pensions and 
trust funds. Setting up a pension plan 
has been so involved and complex the 
average business man was lost. 

Now some general rules-of-thumb 
have been drawn to help a company 
determine what it can and can not 
do in such matters. Also, the proposed 
change would establish general cate- 
gories of employes to which a single 
plan could be applied. 

One of the changes would permit 
employer deductions of 10% on quali- 
fied pension plans, instead of the 5% 
limit now specified. 

By and large, the changes give 
greater flexibility in establishing such 
plans to enable the employer and the 
employe to adjust their plans to their 
individual needs. 


Surplus Profits—Under present 
rules, a company that holds back more 
than 30% of profits must be able to 
prove to the Internal Revenue Service 
that it isn’t doing so just so its stock- 
holders can avoid taxes. And the tax 
people have been hard to convince. 

Now, however, the plan is to take 
the company’s statement regarding its 
purpose in retaining its earnings and 
the burden of proof (or dis-proof) 
will be upon the government as to 
whether the accumulation is in excess 
of reasonable needs of the business. 

The bill revising the Internal Rev- 
enue Code is an awesome document 
containing 875 finely-printed pages. 
It weighs more than two pounds. The 
committee’s report accompanying the 
bill has 577 pages, and is based on 
committee hearings which, in printed 
form, fill five book-size reports. 

It should be clear, therefore, that it 
will be month—or years—before even 
the tax experts themselves have 
digested the complete revisions. There 
is reason for cheer, however, from the 
very fact that a congressional commit- 
tee approached the huge task with 
some consideration for the long-suf- 
fering taxpayer. 

Tax-paying is never fun, but it 
should help to have reasonable, under- 
standable laws containing some flexi- 
bility to help the company or the 
individual. 
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CHRYSLER GAS TURBINE ENGINE fits easily into car’s 


Here engineers discuss turbine controls 


engine compartment. 
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SCHEMATIC DIAGRAM shows how regenerator recovers heat 
from exhaust gases and uses it to power car and cool exhaust 


What New Gas Turbine Means to Oil 


Last week Chrysler Corp. lifted the hood of a 1954 Plymouth sports 
coupe and let the nation in on a revolution in automotive power— 
the Chrysler gas turbine engine, whose operating economy and simple 
design may in years to come change the face of oil marketing. 


Chrysler’s unveiling of its gas 
turbine means many men in oil 
marketing, refining and TBA 
production and selling will be 
giving serious thought to its pos- 
sible impact on their industries. 


The Chrysler turbine, installed in a 
production-model Plymouth, is now 
undergoing tests at the company’s 
proving grounds in Chelsea, Mich. 
The engine is almost 200 Ib. lighter 
and has less than a fifth as many 
moving parts as a piston engine of 
similar power. A big obstacle to its 
commercial production, high exhaust 
heat, has been licked by a new heat 
exchange system. 

Equipped with a standard, 17-gal. 
fuel tank, the turbine is bypning 
straight-run gasoline in proving ground 
tests, but any of a wide range of fuels, 
from gasoline to heavy fuel oil can be 
used, Chrysler says. 

The turbine is air-cooled and so 
requires no radiator or liquid cooling 
system. The closest thing to a radiator 
is a small, finned cooling tube for the 
lubricating oil. 

The turbine’s electrical system con- 
sists of a storage battery, starter- 
generator, coil, breaker and a single 
spark plug. 

Though Chrysler won’t reveal the 
capacity of the lubricating oil reser- 
voir, it is comparatively small. 

What about the Refiner?—With fuel 
requirements being met by anything 
from gasoline to fuel oil, what might 
that mean to the refiner? 

Chrvsler is reluctant to discuss at 
the moment any more details than 


were revealed in its original announce- 
ment, but it was learned that the 
possible impacts of automotive gas 
turbines on the oil and automotive 
industries have been considered. 

For example, whether the fuel 
powering the turbine is gasoline, kero- 
sine, Diesel fuel, or fuel oil, would 
depend largely on economics. The de- 
cision would rest on the type of fuel 
most readily available at the lowest 
price. It would make the problem of 
providing automotive fuel more flex- 
ible than is true now. A few men at 
Chrysler intimate that the turbine will 
spell an end to the octane race in 
gasoline. 

They point out, if the largest and 
most economical yield from a barrel 
of crude 5, 10 or 20 years from now 
is gasoline, then the turbine probably 
would burn gasoline. In any event, 
with octane requirement no longer an 
important factor—if gasoline were 
used—the yield of gasoline from a 
barrel of crude would be increased. 
So, conservation could be an end 
result. 

The easily-fueled turbine some day 
might mean the passing of present day 
gasoline refining facilities and pro- 
cesses. The transition would be a 
gradual one and perhaps not more 
difficult to achieve than some exper- 
ienced by the oil industry in the past. 

The Marketing Angle—What about 
the marketer and the service station? 

With no radiator, there obviously 
would be no need for antifreeze. 

The turbine requires a battery, so 
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the battery market might not be af- 
fected. But the battery carries no 
ignition load once the turbine is in 
operation so battery life might be 
lengthened somewhat. Whether it is a 
6 or 12-volt unit, Chrysler hasn't 
revealed. 

With only one spark plug, and that 
used just for starting, the service 
station’s market for plugs would be 
greatly reduced. Chrysler says the 
turbine spark plug probably will last 
the life of the engine. 

The turbine crankcase is much 
smaller than in the conventional car. 
Indications are that oil changes would 
be less frequent than in the piston 
engine. Similarly, it is understood air 
cleaners and oil filters are not neces- 
sary. 

It appears the turbine also would 
eliminate: 

—Fan belts 

—Upper cylinder lubricants 

—Engine purge compounds 

—Antirust inhibitors for radiators 

—Engine tune-ups as now per- 
formed by some service stations, and 
possibly other items. 

But there would still be need for 
chassis lubrication and some trans- 
mission servicing, but far less than 
now (the turbine transmission has only 
two phases, forward and reverse). 
Light bulbs and fuses would still be 
used; the tire market would be un- 
affected. Windshield wiper blades 
would still be in demand. 

So, the service station isn’t doomed 
to extinction. But the turbine may well 
cause a substantial transition to take 
place. 


How Far Away?—The next ques- 
tion is when? 
Probably not for many years. James 
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THE INDUSTRY 


C. Zeder, Chrysler vice president and 
director of research, points out: 

“Whether we ultimately shall see 
commercial production of gas turbines 
for passenger cars depends on the 
long range solution of many complex 
metallurgical and manufacturing 
problems. There is no telling when 
these problems will be solved. 

“Also, the limited supply of such 
strategic materials as nickel, cobalt, 
tungsten, molybdenum and chromium 
currently prohibits the use of gas 
turbines in automobiles except on an 
experimental basis.” 

Even should these problems be 
solved in the next five years, it would 
mean at least another 10 or 12 years 
before the conventional piston engine 
would disappear from the road. For, 
if the auto industry were to begin 
production of the turbines in five 
years, at a rate of 5 million per year, 
on the basis of past records about 4 
million of the units would replace cars 
then on the road. 

At a replacement rate of 4 million 
per year, with more than 45 million 
cars on the road now it would take 
about 12 years for the turbine to 
replace the piston engine. 





NLRB Ruling Exempts Oil Jobber 


An Independent oil jobber 
isn’t in interstate commerce 
simply because he buys from 
suppliers who operate in other 
states, the National Labor Rela- 
tions Board ruled this week. 

This was an obvious move by 
NLRB to remove itself from purely 
local labor disputes. In years past, 
NLRB took jurisdiction in virtually 
all such disputes on the grounds that 
the product or service involved was 
at some point in interstate commerce. 

NLRB said in its decision that a 
jobber whose activities are within one 
state would not be considered in inter- 
state commerce unless his supplier 
exercised a “substantial degree” of 
control over jobber. 

Ruling involved a dispute between 
Teamsters Union (AFL) and Murner 
Oil Co. of Traverse City, Mich. The 
union contended that the jobber is 
“an integral part” of a multi-state 
enterprise and that the board should 
take jurisdiction. 

NLRB sssaid_ it 
Murner operates 


had found that 
under franchise 


agreements with both Shell Oil Co. 
and Firestone Tire and Rubber. 

“In the present instance,” the board 
rules, “Shell and Firestone do not con- 
trol the employer’s prices or the ade- 
quacy of the employer’s sales and 
storage facilities. 

“Indeed, neither Firestone nor Shell 
has ever attempted to assert control 
over the employer’s business. More- 
over, the employer purchases some 
petroleum products from companies 
other than Shell and is free to pur- 
chase tires, batteries and accessories 
from companies other than Firestone.” 


More Crude Coming In? 


More Middle East crude oil may be 
finding its way into American and 
Canadian refineries. This is borne out 
by a report that another Texas refiner 
is considering importing Middle East 
crude. 

Also, negotiations are under way 
that may result in the purchase of 7 
million bbl. yearly of Middle East 
crude for a refinery to be built in 
Canada. 
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GIVE YOUR 
CUSTOMERS 
FULL-TIME ENGINE 
PROTECTION... 


AGAINST THE SUDDEN CHANGES 
IN TEMPERATURE THIS SPRING! 


Sudden changes in temperatures in 
the spring, can play havoc with an 
improperly lubricated engine! Your 
customer knows this...and he wants 


the motor oil that will give his car, truck or renee} engines 
full-time protection at all speed 


and t 





Champlin Heavy-Duty HI-V-I Mil-O0-2104 grade moter oil will 
give this kind of protection...it flows freely at 35 below...and 


Warehouse stocks HI-V-I 
available at: Enid, Oklahoma 
City, Okla.; Superior, Omaha, 
Grand Island, Lincoln, Neb.; 
Hutchinson, Kans.; Mason 
City, Rock Rapids, lowa; Den- 
ver, Colo.; Amarillo, Texas; 
Fulton, Mo.; Cedar Rapids, 
lowa. 


a product of 


stands up at boiling and above, with no change in its depend- 
able film of protection. HI-V-I gives more complete penetra- 
tion into close-fitting parts, too, since it disperses sludge 
that would otherwise collect on the engine in hard deposits 
and stop full penetration of the motor oil. 


There are still some HI-V-I dealerships available. WRITE, 
WIRE or PHONE for information on your territory. 


CHAMPLIN REFINING COMPANY 
Enid Oklahoma 
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EYE-STOPPERS LINE New Jersey's Route 17 as... 


Court Kills ‘Circus Sign’ Law 


A declaratory judgment defining 
the scope of advertising Sun Oil Co. 
may use in New Jersey will be issued 
soon, following a court decision de- 
claring a gasoline price sign size limi- 
tation law unconstitutional. 

Sun requested the judgment, and 
it is to be prepared by the oil com- 
pany’s counsel with the concurrence 
of the state attorney general's office. 

Superior Court Judge Thomas C. 
Schettino ruled the law limiting price 
signs to 12x12 inches unconstitutional 
following a one-day trial at Trenton 
of a test suit filed in December by 
Sun Oil. 

Deputy Attorney General Benjamin 
C. VanTine, who represented the de- 
fense, said his office will not decide 
whether to appeal Judge Schettino’s 
‘ruling until after the declaratory 
judgment has been filed. 

“The court finds no connection 
with the public health, public safety, 
public morals or general walfare. 
Under the guise of protecting the pub- 
lic interest, this legislation cannot be 
sustained under the 14th Amendment 
(due process clause of the U. S. Con- 
stitution), Judge Schettino said. 

“Use of signs does not curtail a 
right to engage in a lawful pursuit.” 

Originally, issues pertaining to 
newspaper and billboard advertising 
were included in the case, but these 
were disposed of by stipulation dur- 
ing pretrial preceedings. 

The stipulation applying to bill- 
board advertising stated that advertis- 
ing by a refiner or distributor that 
does not refer to a specific location 
where motor fuels are sold at retail 
was not at issue in the case. It further 
stated that such advertising may di- 


rectly or indirectly relate to price, but 
may not refer to price per gallon. 

Sun, frequently accused of starting 
price wars in its marketing territory, 
contended that the 1952 law it chal- 
lenged was substantially the same as 
a section of a 1939 law previously 
declared unconstitutional. 

“Circus signs” currently dot several 
counties in northern New Jersey, 
where a price war has been going in 
since early December. Many of these 
signs have been placed by members 
of dealer groups that in the past “of- 
ficially” sponsored laws to limit the 
size of signs. 


McKay Assures NPC 
it Will Stay Alive 


Reports that the National Petroleum 
Council might lose its independent 
status, after the folding—soon—of the 
Petroleum Administration for De- 
fense, apparently were killed for good 
last week. 

And by no less an official than 
Douglas McKay, Secretary of the 
Interior. 

Appearing before the 1954 organi- 
zational meeting of NPC in Wash- 
ington, Secretary McKay was quoted 
by Chairman Walter S. Hallanan as 
having given “very emphatic support 
to the council as presently constituted.” 

There had been reports earlier that, 
upon the demise of PAD, some in 
government might challenge continu- 
ance of NPC as a fully independent 
advisory body, headed by an industry 
chairman. Their idea, reportedly: to 
let NPC continue, but with a govern- 
ment official as chairman. 

With Secretary McKay’s reassuring 
words, the council went on about its 
business, in the process electing Mr. 
Hallanan (Plymouth Oil) to an eighth 
straight term as chairman. Also, it 
re-elected R. G. Follis (Standard of 
California) as vice-chairman and 
agreed to undertake government- 
requested studies on: 

1. Petroleum storage capacity (in- 
cluding underground). 

2. Use of radio and radar in oil 
and gas industries. 

3. Post-attack planning. 








It pays to get 
EVER-TITE 
Cuabily in 


Quick Couplings 


-TITE 
e's an anoles 


for every 


Superior quality forged bod 
pat - —h- im y 


Uniform wall thickness 
—no weak spots 


Extra heavy reinforcing rim 
for longer service life 


Uniform heavy 
wall thickness 
—no weak spots 


Recess retains gasket 
in coupler and assures 
proper placement 


Supenor quality 
forged body - 
—precision machined 
—accurate tolerances 





. Couplings give you a quick, tight connection 
every time—under every condition. They make your de- 


liveries fast ... safe. . 


. dependable. And because they are 


made of tough, durable bronze, they give you more coupling 
service—less coupling cost. 

It pays to get EVER-TITE quality—the top value in quick 
couplings. Ask your distributor now. 


EVER-TITE COUPLING CO. INC., 254 WEST 54 STREET, NEW YORK 18, N.Y. 
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JOBBER RELATIONS 


COLVARD’S WAREHOUSE at Boone contains his TBA and packaged lubes 


COLVARD directs tank placement 


How a Jobber Found a New Supplier 


North Carolina jobber Rufus W. Colvard has just “signed up” 
with a new supplier, Phillips Petroleum Co., after 20 years of mar- 


keting with Shell Oil Co. products. 


And as Mr. Colvard says, “I’m strong on hunches. | make up my 


mind quickly. Sometimes [I’m 
wrong but not very often. I like 
the ‘feel’ of Phillips.” 

A lot of oil marketers seem to 
be pondering a move. It is symp- 
tomatic of a shifting pattern of 
distribution brought on, or at 
least encouraged, by abundant 
product supplies. 

Majors and Independents alike are 
aggressively expanding into new mar- 
kets. Phillips and Richfield Oil Co. 
both have invaded Florida, and Phil- 
lips is pushing hard for a strong mar- 
keting position in the entire five-state 
Southeast. 

Carter Oil Co. and Continental Oil 
Co. are seeking new outlets in the 
Pacific Northwest while Cities Service 
Oil Co. and California Oil Co. are 
among those active in the East. 

These are some examples of the 
move. Other companies are expand- 
ing in varying degrees. As the compe- 
tition toughens the switching of sup- 
pliers becomes more frequent. In 
Southern California, for example, 
dealers are changing suppliers more 
often than at any time since the Ko- 
rean War. 

In North Carolina, because Phillips 
is moving in, the question of whether 
to remain with present suppliers has 
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become a very practical one for many 
jobbers. 

Why the Change—tThe Colvard Oil 
Co. was formed as an independent 
Shell jobbership in 1940, although 
Mr. Colvard had been handling Shell 
products as a commission agent since 
the early 1930’s. On Feb. 10 he sold 
his 74% interest in the company to 
his partners because of managerial 
differences. Since the company has the 
exclusive Shell franchise for the terri- 
tory, he started looking around for a 
supplier to furnish his new company, 
Colvard, Inc., with products. What he 
found when he started “shopping” is 
directly applicable to the average 
jobber. 

Nucleus of the new company is 10 
stations personally owned by Mr. Col- 
vard and retained when he sold out 
his interest in the old company. 


Why He Chose Phillips 


Mr. Colvard talked to four suppliers 
in addition to Phillips. Here’s why he 
chose Phillips: 

Margin—Shell had been giving a 
margin of 2.75¢ per gal. for regular 
gasoline and 3.25¢ for premium. The 
other four majors offered Mr. Colvard 


margins ranging from 2.75¢ and 3.25¢ 
to 2.87¢ and 3.37¢. Phillips offered 
him 3¢ and 3.5¢. 

Guarantee—In a depressed market, 
Mr. Colvard will not be expected to 
absorb more than a 1¢-per-gal. loss 
for not more than 60 days. At the end 
of that period, Phillips will restore the 
normal margin, absorbing all the loss, 
if necessary. 

Change-over—Phillips will pick up 
the tab for painting, signs, etc., inci- 
dental to the change-over and will 
maintain the appearance of the sta- 
tions for one year at an estimated cost 
of $15,000. Mr. Colvard, however, is 
not receiving any equipment or other 
modification of the stations. Phillips 
will paint all automotive equipment 
and maintain the appearance. 

Advertising—Beginning the second 
year, Phillips will give Mr. Colvard 
0.125¢-per-gal. allowance for adver- 
tising. The company will handle the 
full cost of promoting the formal 
opening. 

Sales assistance—He has been as- 
sured of adequate advice and assist- 
ance on merchandising from “three or 
four” men Phillips will have in North 
Carolina for that purpose. 

Credit cards—Phillips has a credit 
card exchange system that Mr. Col- 
vard likes. 

In addition, Mr. Colvard will have 
an exclusive franchise; he likes the 
fact that Phillips has a full TBA line; 
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and there is a possibility that Phillips 
will help its jobbers obtain some state 
business. Although he does not expect 
to utilize it, he also was impressed 
with Phillips’ station financing pro- 
gram. 

Those are the tangible reasons. 
There was an intangible one that was 
every bit as important to Mr. Colvard. 
Here’s the way he describes it: 

“For one thing, they definitely are 
not planning on direct operations— 
they will deal strictly through jobbers, 
so I won’t have to worry about having 
to compete directly with my supplier.” 

Mr. Colvard recently made a trip 
through the West and had an oppor- 
tunity to appraise Phillips’ marketing 
strength. He is confident that the com- 
pany’s expansion in the Southeast is 
no “flash in the pan.” He figures that 
will give him, in turn, abundant op- 
portunity to grow. 

It boils down to this: Mr. Colvard 
chose the supplier who offered him 
(1) a better margin, (2) protection in a 
depressed market, (3) an opportunity 
for expansion and (4) the “feeling” 
that he would receive fair treatment 
as a jobber. 


New Operating Methods 


The change has done something 
else for Mr. Colvard. It has enabled 
him to shift into a streamlined plan of 
operation that promises plenty of 
trouble for his competitors. 


His franchise covers four counties 
—Ashe, Alleghany, Wilkes and Wa- 
tauga—in mountainous North Caro- 
lina where it adjoins Tennessee and 
Virginia. The operation fans out over 
a 100-mile radius out of Boone, 
N. C., his headquarters. 

In addition to the 10 stations he 
retained, Mr. Colvard is building two 
more, for a total of 12. Four of these, 
one in each of the counties, provide 
the key to his operation. Each of these 
four stations will have the following 
storage capacity: 

Gasoline—20,000 gal. 

Fuel Oil—10,000 gal. 

Kerosine—10,000 gal. 

There will be no central bulk plant. 
Instead, it will work this way: 

Phillips eventually will put in ter- 
minals at Charlotte and Greensboro, 
N. C., and Mr. Colvard will haul by 
transport truck from Charlotte directly 
to the particular station of the 12 
needing supplies. Any gasoline “ex- 
cess” from this delivery will be drop- 
ped at one of the four storage-stations 
to serve as an emergency reservoir. 

Mr. Colvard estimates he will elimi- 
nate at least six delivery tank trucks 
which would otherwise be necessary to 
supply the 12 stations from a central 
bulk plant. 

He now has one 6,000-gal. transport 
truck and will have another by the 
time of his formal opening, now plan- 
ned for June or July. Each truck, he 
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figures, will make about six trips a 
week, hauling close to 150,000 gal. of 
supplies per month. 

Almost all of his stations have a 
minimum storage capacity of 8,000 
gal. 

Having eliminated the six tank 
trucks, Mr. Colvard has materially re- 
duced his cost of operation. He would 
need the transport trucks, in any event. 
And the use of enlarged storage at the 
four stations gives him a flexibility he 
would not achieve with a central bulk 
plant. 

Underground Tanks—All the ex- 
panded storage is being put in under- 
ground. The four key locations in- 
clude considerable room for truck 
parking, and the stations are being 
constructed or modified to permit easy 
servicing of trucks. They are located 
at West Jefferson (Ashe); Sparta 





On the Cover 


Rufus Colvard, an oil mar- 
keter for better than two de- 
cades, is starting out, almost 
from scratch, with a new sup- 
plier. Our cover shot shows Mr. 
Colvard discussing placement of 
tanks at one of his storage sta- 
tions just going up. 




















JOBBER RELATIONS 


(Alleghany); Wilkesboro (Wilkes); and 
Boone (Watauga). 

Mr. Colvard’s other eight stations 
are in Jefferson, West Jefferson, Sparta, 
North Wilkesboro, Boone, Blowing 
Rock and Vilas. 

He will not handle his fuel oil and 
kerosine business directly. He is turn- 
ing that over to a peddler in each of 
the four counties and they will base 
their operations on his four storage- 
stations. 

“I want to have the least worry pos- 
sible,” he explains. “My trucks will 
deliver to no commercial or other ac- 
counts off the main highway.” 





Return on Fuel Oil—Mr. Colvard 
will furnish each of the four peddlers 
with a delivery tank truck. The ped- 
diers will handle all accounts and will 
maintain the trucks. Mr. Colvard will 
have a margin of 2.25¢ per gal. on 
fuel oil and 2.5¢ on kerosine. He ex- 
pects to clear about 2¢ per gal. gross, 
including his freight charge to the ped- 
dlers. He figures the peddlers should 
realize about 1.5¢ per gal., gross. 

Their kerosine and fuel oil will be 
hauled from the Charlo‘te terminal to 
the storage-stations. 

Mr. Colvard will maintain a ware- 
house in Boone for storage of TBA 
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Gilbarco Roto-Prime pumps are truly 
versatile — for tank truck, transport, 
bulk plant work and other pumping 
jobs. Positive and automatic self-prim- 
ing permits multiple-service use in 
stripping, transferring and loading. 
Available in capacities ranging from 50 
to 550 GPM and powered by electric 
motor, gasoline engine, V-belt, chain 
hydraulic or similar drives. 





Write for catalog and full information 


Gilbert & Barker 
Mfg. Co. 

West Springfield, 
Mass. 

Toronto, 

Canada 





and lube items which Phillips will de- 
liver there. In addition to the two 
transport trucks and the four tank 
trucks, he expects to operate “three or 
four” pick-up or panel type delivery 
trucks. 

That is the modernized “new look” 
in marketing operations that Colvard 
is introducing to the territory. It has 
prompted market-wise individuals in 
the area to predict, “Rufus is going to 
give his competitors plenty of trouble.” 


The Competition 


Mr. Colvard does not expect any 
significant market change or price war 
to break out in his territory as result 
of Phillips’ entrance in the market. But 
there is a smoldering feud between 
the marketers of two major brands. 
At least one of these marketers is offer- 
ing such inducements to new accounts 
as a 1¢-per-gal. rebate on gasoline and 
“a free grease gun,” developments 
which irritate Mr. Colvard. 

This could break out into open price 
conflict at any time because of the 
general looseness of supplies. The 
guaranteed margin provision in his 
contract leaves him with a comfort- 
able feeling—just in case. In general, 
he said, most suppliers do not require 
their North Carolina jobbers to absorb 
more than a 1¢ per gal. loss in a de- 
pressed market. 

“But, if you have a depressed mar- 
ket for any length of time, you can go 
broke,” he pointed out. “I like to know 
that my normal margin will be re- 
stored after 60 days.” 


Short Contracts — Colvard is not 
concerned about long-range supply. 
He is signing a year-to-year contract 
with Phillips. 

“I’ve always operated on that ba- 
sis,” he said. “If I want to quit (the 
supplier), I can quit.” 

As for availability of supplies, he 
feels it is “up to Phillips to see that I 
get product. There’s always someone 
able to furnish it.” 

So far, Mr. Colvard has not dis- 
cussed specifically with Phillips the 
state contract situation, a sore spot 
among North Carolina marketers. As 
of now, the bids are totaled county- 
by-county and statewide. The jobber 
can only secure a state contract if the 
county-by-county bids in the aggre- 
gate total less than any statewide bids. 
So far, Esso Standard Oil Co. has a 
successful record on a statewide basis. 

Officially, Phillips has made no 
statement on its attitude, but it is 
understood that the company has 
agreed to take over bidding at the 
statewide level. If its jobbers fail to 
make the grade and if Phillips is suc- 
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cessful at the state level, it will turn 
the business over to the jobbers, giving 
them a 1¢-per-gal. handling charge. 

Mr. Colvard finds this “interesting.” 
He has submitted bids in the past and 
was low bidder at least once on the 
county level. 

Such a move by Phillips, he feels, 
“would really be appreciated by any 
jobber.” Although this was not a de- 
ciding factor in his case, he feels it 
might partially account for the fact 
that Phillips already has “a pile” of 
applications from would-be Phillips 
jobbers. 

Mr. Colvard is experiencing no 
manpower problems in the change- 
over. His construction-maintenance 
crew has transferred virtually intact. 
He will handle his office with only 
one, perhaps two, employes. His 12 
stations are leased out and the indi- 
vidual operator has full employment 
responsibility. 

He will have two transport truck 
drivers and two mechanics to service 
his automotive fleet. Two employes 
will handle his warehouse. 


What Customers Think 


Mr. Colvard has found his dealers 
“very happy” about the change. His 
tank wagon price to them has been, 
and will continue, a 4¢ gross spread, 
less 1¢ rental. The pump price is up to 
the operator and Mr. Colvard said 
that some wind up with a 3.5¢ gross, 
others with less. 

Customer reaction to the brand 
shift has surprised even him. One of 
his stations which had been doing a 
1,000 to 1,200-gal. weekly business in- 
creased it to 1,600 gal. after the 
change-over. Another increased vol- 
ume by 25% and a third station which 
set a 5,400-gal. mark for February 
had already chalked up that amount 
by mid-March (the change-over oc- 
curred March 1), indicating a 100% 
increase. 

Over-all, Mr. Colvard has been 
doing an annual gallonage of about 
one million gal. at his 10 stations. He 
expects this to increase to about 1.5 
million gal. at the 12 locations. 

Altogether, with his TBA, gasoline 
and fuel oil business, he expects to do 
about 25% more business, for an an- 
nual gross of around $750,000. 

Because of his new streamlined op- 
eration, he expects to clear about 
$60,000. 

“I have been operating in the terri- 
tory for about 20 years,” Mr. Colvard 
said. “I have built up confidence 
among the people who trade with me. 
Regardless of what I was handling, I 
would have their business.” 


He is counting on that as an impor- 
tant factor in his estimates of volume 
increase since he will have the only 
Phillips stations in the territory. 


The Financial Angle 


One of the big items facing a job- 
ber who is thinking of changing sup- 
pliers often is a question of financing. 
With Mr. Colvard, this is not the 
problem that it might be with most 
marketers. 

His interest in the Colvard Oil Co. 
netted him a little more than $130,000. 
His total debts amount to some $25,- 
000, leaving him most of the cash to 
initiate and expand his new operation. 
He also owns a certain amount of real 
estate throughout the territory. 

For this reason, he did not take ad- 
vantage of Phillips’ offer to help him 
financially in starting the new opera- 
tion. If he should require financial as- 
sistance in the future, Mr. Colvard 
said he will turn to his bank, rather 
than Phillips, because of his credit 
standing there. He has borrowed up to 
$250,000 at a time at 3% to 5% in- 
terest from the bank. 

Help May Be Needed—Colvard es- 
timates that the construction of the 
two new stations, general enlargement 
of storage facilities throughout the 
territory, purchase of automotive 
equipment and other improvements 
will total around $200,000. That prob- 
ably means he will have to seek some 
financial assistance. 

In addition, he plans an orderly ex- 
pansion program calling for construc- 
tion or purchase of one, possibly two, 
new stations each year. 

Although he will utilize his bank 
for assistance in this connection, Mr. 
Colvard praised the aid offered by 
Phillips for such expansion. He said 
the company would either build or buy 
stations for a qualified jobber on a 
1.5¢-per-gal. rental basis. This rental, 
he pointed out, could be passed along 
to the dealer, leaving the jobber his 
full margin on product sales. 


Daily Bookkeeping 


There is another significant feature 
of Colvard’s operation that should in- 
terest marketers generally. He feels 
that the jobber should know exactly 
how he stands from day to day. For 
that reason, he is setting up a machine 
bookkeeping system at a cost of $4,- 
500 to $5,000. Each day, sales on nine 
different items will be tallied individu- 
ally, then totaled together. Inventories 
will be tabulated, along with accounts 
receivable and payable. On any given 
day, he will have an accurate com- 
posite picture of his operations as of 
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the close of business the previous day. 


As He Sees It 


On the whole, Mr. Colvard does 
not believe the average jobber is very 
likely to change suppliers. 

“The older he gets, the more settled 
he gets,” Mr. Colvard commented. 
“He doesn’t want to take a chance and 
loses the gambler instinct. Back in the 
old days, I'd have done it with no 
money. I started in the oil business 
with $1,000 and one station. 

“Now, if I hadn’t had my ace-in-the- 
hole of 10 stations, I wouldn't have 
started out again with a new supplier.” 

In spite of Phillips’ developing mar- 
keting drive in the Southeast, there so 
far has been little, if any, reaction 
from the other majors toward holding 
their jobbers. 

Although the competing suppliers 
are “not happy” about the situation, 
according to Mr. Colvard, they have 
not been overly enthusiastic with 
counter-offers. Eventually, he de- 
clared, they will have to “or lose their 
jobbers.” 

“They (the suppliers) get set in their 
ways and are trying to make money 
off us (the jobbers) like they never did 
before,” he asserted. “After they get 
settled in a territory, they feel, ‘well, 
we've got it (the business) and if one 
of our jobbers doesn’t want to handle 
our products, somebody else will.’ ” 

To be successful with their jobbers, 
Mr. Colvard believes the majors must, 
first of all, give better margins because 
“generally speaking, the jobbers need 
more money.” 

The companies must “co-operate 
more” with their jobbers in such mat- 
ters as giving them sales advice and 
assistance, he thinks. “They can’t op- 
erate, either, entirely “by the book’ 
like some of their sales people try to 
do,” he added. 

Above all, he asserted, the supplier 
must be “fair” to his jobbers. 


For and Against 


Colvard lists these as advantages to 
the jobber in shifting suppliers: 

e “It puts new life in him. Every- 
body gets in a rut at times. He will go 
to work with more vigor and energy.” 

e “Stations and equipment get a 
face-lifting.” 

e Betterment of his profit and mar- 
keting position. 

As disadvantages, he sees these: 

e “It puts a lot of extra work on 
the jobber.” 

e “He must sell a new product to 
his accounts.” 

e “He is more comfortable with 
something he knows.” 
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TEST FLEET fills up at masked pumps as... . 


Texaco Launches a New Premium 


In answer to Shell’s “TCP,” Esso’s “Total Power” and other 
premium gasolines, Texaco has offered a blue-ribbon entry with 


**Petrox.” 


With the addition of the exclusive, petroleum-derived com- 
pound, the new fuel is described as actually reducing engine wear 


and as offering greater economy 
than other competitive fuels now 
on the market. 

It is the climax of a million- 
dollar testing program. 

Released April 1, the new 
premium gasoline will be her- 
alded by The Texas Co.’s biggest 
advertising campaign. 


Branded as Top Octane Sky Chief 
Supercharged with Petrox, the new 
gasoline is claimed as another “first” 
in automotive history. It is said to 
actually extend the life of a car en- 
gine. A. C. Long, Texaco president, 
says, “It is the first time that a petro- 
chemical compound, as distinguished 
from an inorganic-derived chemical 
additive, has been successfully used 
for this purpose.” 

In describing its development, Mr. 
Long said their research organization 
was assigned the problem of going be- 
yond the current practice of improv- 
ing gasoline quality by merely mixing 
a commercial additive agent with the 
fuel. They have developed, and thor- 
oughly proved, “a formulation which 
fully justifies the modern concept of 
fuel as an integral component of the 
internal combustion engine.” 

Advantages to Motorist—The bene- 
fits of the new Sky Chief to the motor- 
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ist, or fleet operator, are reflected in 
the reported road performance char- 
acteristics. Dr. W. E. Kuhn, manager 
of Texaco’s technical and research di- 
vision, summarizes them as: reduced 
wear, substantially improved economy, 
maximum power developed and sus- 
tained, improved valve performance 
and valve life, thorough rust protec- 
tion, reduced octane requirement 
build-up, reduced induction system de- 
posits, protection against stalling, 
greatly increased spark plug life. 

Moreover, the new gasoline will be 
“climate-controlled” for each of 25 
geographical regions throughout the 
country. 

Tests in Lab and Field—Before the 
introduction of the new fuel, the 
equivalent of nearly 2 million miles of 
tests were run. Dr. Kuhn points out 
the fuel was subjected to 53,000 hours 
of evaluation in single-cylinder engines 
at the company’s main research center 
at Beacon, N. Y. Multi-cylinder lab 
tests were run to the equivalent of 
535,000 miles. 

Actual road tests logged 1,290,000 
miles. Thirty-eight new cars were put 
through the paces at the company’s 
San Antonio, Tex., and Poughkeepsie, 
N. Y., proving grounds. The tests were 
run under a variety of speed, load, 





terrain and temperature conditions. 
And comparison was made with other 
premium-type gasolines now on the 
market, including Texaco’s. 

Analyses Show Value—lIn reporting 
on the tests results, Dr. Kuhn said, 
“We can predict an increase in maxi- 
mum performance engine life of 60%. 
This is a tremendous increase in the 
life expectancy of top level power 
output.” 

Examination of test cars using the 
new Texaco Sky Chief, compared with 
cars using other premium gasolines, 
he said, showed piston ring wear re- 
duced up to 45%. In addition, more 
than 300% improvement in valve per- 
formance resulted. The intake system 
cleanliness increased 38%. 

According to Dr. Kuhn, all other 
gasolines they examined tended to 
wear down piston rings and build up 
intake system deposits. These are the 
conditions which reduce the life of 
car engines. 

“Our new Sky Chief,” said Dr. 
Kuhn, “by reducing engine wear and 
deposit building, actually adds life to 
automobile engines, as well as giving 
increased performance and greater 
mileage.” 

Supply Assured—With the antici- 
pated demand of the new premium 
fuel, added plant capacity now under 
construction will help insure supply. 
Texaco is building six additional cata- 
lytic reforming units at its refineries 
throughout the country. 

Big Splash Planned—In telling the 
story of Sky Chief with Petrox to the 
motoring public, Texaco reports it will 
launch the most extensive advertising 
and sales promotion campaign in its 
history. Major newspapers with circu- 
lation of 27 million, national maga- 
zines, radio and 8,000 outdoor boards 
are scheduled to carry the message. 





Esso Standard Launches 
New Regular Gasoline 


Esso Standard Oil Co. is introduc- 
ing a new regular-grade gasoline April 
1, which it claims will fully meet to- 
day’s standards for premium. 

Esso announced the introduction 
of the new gasoline with full page 
newspaper advertisements on March 
26. The ads called the new gasoline 
“The Third Great New Esso Power 
Product in 6 Months.” The other two 
new products were identified as 


“Total Power” Esso Extra, new pre- 
mium gasoline, and Esso’s New-Type 
Uniflo Motor Oil. 
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Ul should pump maintenance cost? 
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(re collapsed strainers. worn gears. valve replacements | €) 
and costly by-pass adjustments creating an excessive pump | «Xe 
maintenance bill for you? Lf so. upkeep expense is stealing | ont 
your profits. Bennett climinates these “hidden costs” | 
every part of the Bennett pumping unit assembly is built | 
to stand up over long periods. under rugged conditions with | 
minimum upkeep. That's why Bennett invites maintenance : 


cost comparison. Your John Wood Representative ean 








help you set up a program to spotlight “hidden costs” and 


show you why 
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100 Mesh Strainer 


Extra large reinforced Monel 
screen seats perfectly — can't 
collapse, protects working 
parts from scale and foreign 
particles. Accessible for 
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Rotary Vane Pump 


Case hardened shaft is 
chrome plated. Celeron vane 
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streamlined ports eliminate 
pulsation. Rotary seal 
eliminates packing 

* PATENT Ng gland trouble. Always 
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Bronze By-Pass Valve 
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wo) JOHN WOOD COMPANY - BENNETT PUMP DIVISION - Muskegon, Michigan 














% —E 





THE WORLD’S MOST MODERN SERVICE STATIONS 


SPEED TRAFFIC with ECO ISLANDERS 











At this giant multi-island station — 
actually in existence—11 Islanders 
help serve motorists with fast, efficient 

air and water service. 8 Islanders are 

equipped with Eco Automatic Tire- 

flators; three have cash boxes for 

quick change service. Every part of eco 
this ultra-modern layout is designed to ~ 
increase gallonage and TBA volume. 
Islanders put speedy automatic tire in- 







































flation and water service into the 
island service-sales routine — to help 
make the most of those vital few min- 
utes with the motorist, at the pump, 
where TBA sales begin. 


















MODEL 244AWT holds 20 foot water hose and 
25 foot air hose fully enclosed out of way. Tire- 
flator unit automatically inflates to exact pressures 
of 5 to 110 Ibs. Other models 
have a cash box, sign, pylon 
or mushroom light fixture or 
bracket for re-use of existing 
lights. ECO TIREFLATORS are 
available for drive, wall, 
post, or overhead remote in- 
stallation. 


JOHN WOOD COMPANY - BENNETT PUMP DIVISION - Muskegon, Michigan 


DISTRICT OFFICES: Atlanta * Baltimore * Boston * Buffalo * Charleston * Chicago * Cleveland * Dallas * Denver * Detroit * Kansas City 
Little Rock * Los Angeles * New Orleans * New York « Philadelphia * Pittsburgh ° Rochester * Salt Lake * Seattle * St. Paul * San Francisco 


EXPORT: John Wood International Corporation, 29 Broadway, N. Y. 









































IN CANADA: Toronto * Montreal * Vancouver * Winnipeg 
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JOBBER ESTATE PLANNING NO. 4 





When a Jobber Dies—What Then? 


Whether plans should be made for the continuation of a business 
or its sale after the owner’s death will depend largely on the owner’s 


personal feelings in the matter. 


If there is no one in the family who has sufficient interest or ex- 


perience to take an active part in 
management, the owner may 
want his estate invested in some- 
thing more conservative, so that 
his family will have greater se- 
curity when he is no longer 
around to keep an eye on the 
business. 


On the other hand, if the jobber 
has sons in the business ready to fol- 
low in their father’s footsteps, he ob- 
viously will want to plan for the con- 
tinuation of the business as a family 
asset after his death. Even where there 
is no member of the family who will 
carry on, a jobber may want his 
business continued as an asset of his 
estate because it is a good income- 
producer. 

This is a reasonable desire, par- 
ticularly if the jobber has other assets 
for his family’s protection in case of 
emergency and if there are key em- 
ployes of sufficient experience and 
integrity to give some assurance of 
continued good management after his 
death. 


The Basic Rules 


Regardless of whether it is decided 
that the business should be sold or 
retained after death, here are some 
basic rules which should be followed 
in either case: 

1. Don’t rely on the law; it is not 


designed to take care of your particu- 
lar estate. The law permits you to 
write your own ticket (within the 
limits of reason). But if you fail to do 
so, e.g., if your will is silent on the 
matter, it won't give the administrator 
of your estate much discretion so far 
as the handling of your business is 
concerned. Ordinarily, he will be 
forced to liquidate promptly regardless 
of what may have been your unex- 
pressed intentions or what may be 
advisable in the circumstances. 

In some jurisdictions he may be 
able to obtain special permission from 
the court to continue the business 
temporarily. But such permission will 
not be lightly granted and the proced- 
ure takes time and costs money. 

Or, your administrator may be able 
to do what the law would not other- 
wise permit by obtaining the agree- 
ment of all parties in interest. How- 
ever, if minor children or grandchil- 
dren have an interest, such an agree- 
ment will be legally impossible. 

2. You should give your executors 
and trustees power to continue your 
business at least temporarily, even if 
you wish it to be sold. It takes time to 
develop a profitable sale of a business 
and a much better price will be ob- 
tained if it is sold as a going concern. 
Hence, giving broad powers to those 
who will be handling the estate is just 


as important when the owner wishes 
the business sold at his death as when 
he wishes it continued indefinitely. 

3. Keep your plan flexible and 
avoid mandatory directions in your 
will concerning the management or 
disposition of your business. Give your 
executors and trustees broad powers 
and, if you wish, include recommenda- 
tions or advice concerning these mat- 
ters. But avoid rigid directions. 
Remember that the picture is likely to 
change. After you're dead, it’s too 
late to change your mind. 

Your heir apparent, who you will 
assume will follow in Dad’s footsteps, 
might get an attractive job elsewhere. 
Any number of things might happen 
in the general economy, in your par- 
ticular business, or in your family 
situation, to make your present ideas 
with respect to your business inap- 
propriate. 

Therefore, it is wise to allow your 
heirs and executors to make decisions. 
For example, do not provide that 
your business must be sold at a cer- 
tain time or must be retained while 
your son lives. The law will take you 
at your word and enforce such direc- 
tions, but they may not be wise in 
the light of circumstances then exist- 
ing. 

4. If there are co-owners of your 
business, make arrangements now for 
the handling of their interests and 
yours as each owner dies. If your 
business is not a one-man show, you 
will need the co-operation of the 
other owners to insure the orderly 





BUILDING SOUND JOBBERSHIPS TODAY FOR A SECURE TOMORROW 


The typical jobber-distributor is a good businessman, but he 


(5) Make arrangements for the perpetuation of orderly 


has been shown to have little idea of the effects of estate plan- 
ning or what will happen to his business when he dies. With 
inadequate planning, his business can be placed in jeopardy 
and his family in want. 

In offering the oil jobber a guide to his thinking in these 
matters, NATIONAL PETROLEUM News has arranged with the 
Provident Trust Co. of Philadelphia for a series of articles 
designed to examine some of these estate problems common to 
men in the oil marketing business. Provident’s experience with 
many jobbers across the country qualifies it as expert on such 
matters. 

Through a study of typical cases in the files of Provident 
Trust, we are giving examples of what may be done in certain 
instances to: 

(1) Minimize taxes 

(2) Provide for the care of the jobber’s family 

(3) Reduce administrative expenses 

(4) Insure the loyalty of key employes 
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transfer of an oil distributing business—when properly advised 
by competent estate planners in the legal and accounting fields. 

Any information derived from reading these articles, any 
recommendations received regarding estate plans from any 
source, should always be submitted to an attorney for his 
study and approval before any action is taken. 

In earlier articles of this series references have been made 
to the jobber who vizualizes the continuation of his business 
for the benefit of his family after his death, and the jobber 
who wishes his business sold when he dies. 

In this article the matter will be examined in more detail 
to show that in either case—continuation or sale—careful 
preparation should be made in advance so that the intentions 
of the owner will not be frustrated. Proper planning varies 
widely from case to case. But it is possible to state some gen- 
eral principles and discuss some examples from case histories. 

The remaining two of this series will discuss life insurance 
and liquidity and the importance of key men in estate planning. 
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continuation or disposition of your 
interest when you die. And, even if 
your own affairs are in order, lack of 
foresight on the part of your partners 
of fellow stockholders might have an 
adverse effect on the business when 
they die. 

Partnerships dissolve automatically 
upon the death of a partner in the 
absence of an agreement to the con- 
trary. Corporations continue, but 
when shares are closely held it is im- 
portant to keep control in the hands of 
those who understand the business or 
will co-operate with those that do. 
What problems are likely to arise if 
your co-owner dies and his 50% of 
the stock passes to his inexperienced 
widow or a cousin who lives in a dis- 
tant state? 


If a Business Is to Be Continued 


If a jobber wants his business con- 
tinued after his death he should first 
make certain that his intention will not 
be frustrated by a forced liquidation 
to pay taxes and charges; he must see 
to it that there are sufficient liquid 
assets in his estate to pay such obli- 
gations without jeopardizing the busi- 
ness as a going concern. 

With that taken care of, prepara- 
tions for the continuation of a busi- 
ness after the death of an owner are 
largely a matter of: (1) giving control 
of the business to a person or persons 
with sufficient experience to manage 
it, and (2) giving such persons ade- 
quate powers. 

With respect to the first point, it is 
important to remember that the per- 
son entitled to the beneficial enjoyment 
of property does not necessarily have 
to be a person with legal title and 
power to control it. 


The Case of Ed Smith 


As discussed in the article on Estate 
Planning and Wills (NPN, March 24 
p. 23), Ed Smith wanted his business 
continued. His son was still a minor 
but had shown an interest in the busi- 
ness. Ed hoped that this interest would 
continue and that his son would take 
over after his father died. 

If Ed had died intestate this would 
have been impossible because there 
would have been forced liquidation. 
But even if Ed had a will this would 
be only a partial solution unless the 
provisions were carefully planned and 
the instrument carefully drawn. His 
wife was inexperienced in the oil busi- 
ness, but he wanted her to have the 
full beneficial enjoyment of his estate 
while she lived. 

Quite apart from the tax savings, 
therefore, a trust was the best solution 
for Ed’s problem. He was advised to 
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leave his estate in trust at least during 
his wife’s life and to give consideration 
to continuing the trust after his wid- 
ow’s death. This would provide that 
control of the business could be kept 
intact during the life of his son. 

Logical trustees would be the son 
(when ‘he became of age) and a dis- 
interested individual or trust company. 
There was also discussion of the ad- 
visability of issuing preferred stock or 
debentures to insure a reasonable in- 
come to the widow and daughter 
while the son was in control. 

Finally, Ed was advised to make 
sure that his will was drawn so as to 
give his executors and trustees the 
broadest possible powers with respect 
to operation of the business. 

These powers would include: (1) a 
general power to continue the busi- 
ness either alone or in conjunction 
with others, (2) a power to incorpo- 
rate (if Ed had not already done so 
before his death) or (3) to continue 
to run the busines as a proprietorship, 
(4) to delegate authority to others, 
and (5) to invest other assets of the 
estate in the business, if desirable. 

He was reminded of the import- 
ance of flexibility regarding principal 
if income became insufficient. And he 
was advised to include broad powers 
to dispose of the business in case that 
was advisable, in circumstances Ed 
could not now foresee. 


If a Business Is to be Sold 


Where there is no one in the job- 
ber’s family or organization who would 
be interested in or capable of contin- 
uing the business, it may be better to 
plan for its sale after the owner dies; 
the proceeds can be invested in some- 
thing more conservative. If the jobber 
is the sole owner of the business it is 
necessary to make sure that his execu- 
tor and trustee have ample powers to 
continue the business as a going con- 
cern pending sale. They should also 
have powers to enter into any trans- 
action they see fit—such as to sell on 
credit or payment in installments. 

The White Brothers’ Case—Where 
there are several owners of a business 
the problems gets more complex. The 
four White Brothers each owned 25% 
of the stock of an incorporated dis- 
tributing business. They were all offi- 
cers of the company, paid themselves 
good salaries and plowed back the 
rest of the profits into the business. 

None of them had any member of 
their family who would likely succeed 
to the business. 

Here was a clear case where (1) 
none of the owners was particularly 
interested in having his share of the 
business continue as an asset of his 


estate, and (2) it would be to the dis- 
advantage of the survivors to have a 
deceased owner’s share pass outside 
the family. 

Problems of unco-operative minor- 
ity shareholders would arise, and the 
control of the business might event- 
ually pass from the well-working 
brother team. The obvious solution was 
to provide that when one of the own- 
ers died, his interest in the business 
would be purchased for the benefit of 
the surviving brothers, and to make 
arrangements so that enough cash 
was available to make this posible. 

This was a perfect case for a buy- 
and-sell agreement funded by insur- 
ance. Such agreements must be drawn 
with care. But in essence, they pro- 
vide that upon the death of an owner, 
the corporation (or in some cases the 
surviving shareholders) will buy the 
decedent’s shares at a price to be 
determined by a formula or by arbi- 
trators, or in some other workable 
method set forth in the agreement. If 
the corporation or surviving owners 
are sure of having adequate liquid 
assets to buy the shares when the 
death occurs, there is no need for 
insurance. Usually this is not the case. 

Therefore the corporation or the 
owners take out insurance on the 
stockholders’ lives. The amount of 
the insurance is geared to the buy- 
and-sell agreement so that sufficient 
cash will be available. Experienced 
life insurance brokers are familiar 
with these agreements and can give 
valuable advice in the particular case. 

Other Benefits—Buy-and-sell agree- 
ments can have the additional advan- 
tage of fixing the value of the deced- 
ent’s interest for federal estate tax 
purposes. In the absence of a buy and 
sell agreement, it is possible that the 
government might assess the dece- 
dent’s interest in the business at $200,- 
000, even though the best price that 
can be obtained for the actual sale is 
$150,000. 

This seems unfair (and is in many 
cases), but unless the agreement is 
properly drawn and the estate is 
obligated to sell at the lower figure, the 
government takes the position that 
actual sale price is merely one of many 
factors in determining true value. 

A properly drawn buy and sell 
agreement that is negotiated at arms 
length, and includes restrictions on the 
sale of the stock during the stock- 
holders’ lives, as well as a fair method 
of determining the price which the 
estate is obligated to accept for the 
stock at the shareholders’ death. The 
estate will be taxed on what it re- 
ceives, rather than on what it might 
have received. 
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duction Problems Licked! 





NOW Faz: 







IN COLD WEATHER 


With key turned to “Winter” 
position, water level auto- 
matically stays low, as shown 
in diagram. Increase in acid 
gravity steps up strength of 
electrolyte...givesfargreater 
power for quick, sure starts 
in coldest winter weather. 





Weathermaster with 
Climate Control 


FA ADIUSTS ITS POWER 


AT THE TURN OF A KEY! 





IN HOT WEATHER 


Turning key to “Summer” 
position automatically permits 
higher water level... reduces 
acid gravity ... keeps battery 
cooler ... increases resistance 
to battery-killing overcharge 
in hot weather driving. 


The One Battery thats EASY TO DEMONSTRATE 
ahd EASTER TO SELLS SiN ees hic leans to damon 


strate to your prospective battery customers— 
Key-Operated Climate Control. Make the most 
of this BIG profit opportunity! 
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Purolator gives your dealers ammunition when they 


can use it best—SPRING OIL CHANGE TIME 


sage NOW 


————_| , Nation-Wide Oil Filter Check! 
CHANGE, With powerful Purolator maga- 
purer zine ads inSaturday Evening Post, 
Life, Look, Collier’s! With bril- 
liant Day-GLo Purolator post- 
™ ers and streamers! Also stream- 
lined Purolator Wall Chart with 
_\ popular car specs. and quick 

dealer stock check! 


P 4% Hurr 
» : ie y! Hurry! 
~< ep Up 54 Bonanza 
<2? CE Oe, stocks limited! 
fue Ae ee Make sure every 


Purolator’s '54 Bonanza... 
A special package of 31 fastest 
moving Purolator* oil filters 
plus a 16-piece set of Ranch- 
ware. All at a give-away 
Price. Big profits —and 
a “‘take home”’ for 

the family! 


dealer is 


\. supplied! 





NOW... | REMEMBER 


Dealers can sell a Purolator Oil Filter Purolator the Nation’s No. 1...the World’s Finest Oil 
and an oil change. Filter. The first oil filter . .. First with the Micronic* 
Sell a Purolator to every customer who element .. . First with the Micronic full-flow system. 


comes in for Spring Oil Change. . . Sell an . Sear : 
oil change to every customer who says, Widely imitated. Never equalled. 


“Purolator.”” It works TODAY — Purolator* Filters, found on more makes of 


both ways. And both cars, are available in units engineered for all makes. 
ways, it means extra 


money without Best by every test—Purolator traps more dirt, finer 
extra work! . dirt, faster! oer. U.S. Pat, 07 


PUROLATOR PRODUCTS, INC. 
Rahway, New Jersey, and Toronto, Ontario, Canada 











California. 


in Portland. 








ls Oil Heat Losing Out? 


The question is answered with a bold and 
forcible “‘no.” And the reasons why oil is strong 
are spelled out in convincing fashion by H. G. 
Vesper. He is president of California Research 
Corp., a subsidiary of Standard Oil Co. of 


Mr. Vesper’s current capacity and his back- 
ground in gasoline, Diesel and fuel oil sales 
qualify him as expert on the pertinent question. 

His answers are reported, in partial text, 
from his address before the Oil Heat Institute 


H. G. VESPER 

















STRONG DISTRIBUTORS 

I want to assure you that heating oil 
dealers are important to the petroleum 
industry. In a sense, this is stating the 
obvious. But I bring it up to emphasize 
to you that the future of the heating 
oil business rests on a solid foundation. 

The company I work for—and I’m 
sure this is typical of the industry in 
general—places large value on the 
business it does through heating oil 
dealers. More than half of the middle 
cuts of a barrel of crude oil go into 
heating oils. This is not a small part 
of our business. Markets for these oils 
are important and we have no inten- 
tion of losing them, if we can help it. 

Here in the Pacific Northwest, the 
heating oil business grew rapidly. This 
expansion was particularly marked 
after World War II. Through a com- 
bination of improved equipment, good 
oil supply and quality, and good sell- 
ing, heating oil dealers were able to 
help create and meet a demand that 
just about doubled in the next few 
years. 


¥ 


PRODUCT SUPPLY 


Here, I would say that the outlook 
is distinctly favorable. From a short- 
range point of view, adequate supplies 
of heating oil products are guaranteed 
by the large storage facilities that are 
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available here in the Northwest. More- 
over, these supplies should be aug- 
mented by the refinery construction 
now in progress. And local supplies 
are backed up by large stocks in Cali- 
fornia and excellent transportation to 
move them to the Northwest in an 
emergency. 

From a long-range standpoint, I 
believe the supply picture is equally 
sound. Crude oil reserves are the 
largest in history. 

In addition to this country’s known 
crude oil reserves, and those in other 
parts of the world, there are tremen- 
dous deposits of oil shale available 
for conversion into high quality prod- 
ucts when needed. 


¥ 


PRODUCT PRICES 


I think the best way to answer the 
question of prices of heating oil prod- 
ucts is to tell you how the refiner must 
look at his heating oils. From his 
standpoint, heating oils—along with 
Diesel fuels—are competing with gaso- 
line for the middle fractions of a 
barrel of crude. 

Increased refinery flexibility has 
given him an option. He can take those 
middle fractions and sell them as heat- 
ing oil and Diesel fuel or he can crack 
them and blend them into gasoline. 
His decision will depend on which 
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product will net him the most return 
—consistent, of course, with other 
important market factors such as de- 
mand, the need to maintain volumes 
and long-term obligations to custom- 
ers. 

Heating oils have been able to 
command their share of the middle 
fractions because of steadily rising 
demand and the prices have held ac- 
cordingly. 

However, the converse will prob- 
ably not be true. If demand for heat- 
ing oils drops off, prices are not likely 
to drop off, because the refiner then 
will divert more of his middle fractions 
into gasoline or Diesel fuel. 

The significance of this situation I’m 
sure you recognize. Heating oil prices, 
for all practical purposes, are tied 
within reasonable limits to the price 
of gasoline and other motor fuels. This 
means they are less flexible in reacting 
to changes in market demand and in 
responding to competition from other 
heat energy sources. 


¥ 


PRODUCT QUALITY 


I want to assure you that the pe- 
troleum industry is continuing to do 
its utmost to provide you with a 
trouble-free product that will keep 
your present customers satisfied and 
also make new customers for oil heat. 
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You know from your own experi- 
ence that few serious complaints re- 
sult these days from poor quality of 
heating oils. Nationally, I think only 
10 to 15% of service calls can be at- 
tributed to sludge clogging screens 
and nozzles. And most of these are due 
to some unusual condition. 

Furthermore, I believe that product 
quality is going to stay up and become 
even better. The whole history of prod- 
uct development in the oil industry 
points to continuous improvement. 

Nobody is standing still. Heating 
oils are considered a major field of 
investigation. Standard of California, 
for example, has a budget well up in 
the six-figure money for heating oil 
research this year. At no time in re- 
cent years has it been less than about 
this amount. 

Furthermore, the way modern in- 
dustrial research is carried out, one 
type of activity gets the benefit of ad- 
vances in other fields. Thus, one of 
our recent furnace oil additives came 
originally from unrelated research. 
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ATOMIC POWER COMPETITION 


Some optimists have been predicting 
very rapid expansion of atomic power, 
with the result that a lot of people are 
getting the impression electricity will 
become very cheap — even cheap 
enough for space heating for the mass 
market. In my opinion, this just isn’t 
so. Quite to the contrary, I believe 
that the development of electric power 
irom atomic energy will be steady, 
but relatively slow. 

At the present rate of development, 
I don’t see that atomic power poses 
much of a threat to conventional 
power in the near future. In the ab- 
sence of sharp rises in coal and oil 
prices, I don’t expect to see any sub- 
stantial part of this country’s power 
requirements coming from nuclear 
sources for the next 10 to 15 years. 
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NATURAL GAS COMPETITION 


Finally, I would like to turn my 
attention to another competitor, the 
principal one heating oil dealers are 
going to have to contend with in 
coming years—natural gas. 

Point number one: Let’s give it its 
due. It is a good fuel, one of the best 
available. It’s a competitor to reckon 
with. But I hasten to add, it’s not 
invincible. 

Pricewise, I’m not sure there is 
much to fear. Certainly, if there’s any 
way in which natural gas can give you 
a beating its in price. 

Based on Eastern experience you 
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can expect the price of natural gas to 
be competitive. It may be a little 
cheaper, or a little higher. The best 
estimates I know of are that it may 
cost about the same as furnace oil, 
on a Btu basis, and may be perhaps 
15% or so cheaper than stove oil. 

Very likely, natural gas will have 
its primary impact in competition for 
new construction. Furnace oil prob- 
ably will get a smaller proportion of 
new construction, but it should retain 
most of its old customers and make a 
good many new ones, provided it keeps 
those customers satisfied. 

The lesson, in each case, is the same. 
If heating oil dealers get their own 


houses in order, if they work hard and 
do a constructive selling job, if they 
join ranks in a united public relations 
effort, they survive and they prosper. 
If they do not do these things, they 
take a bad beating. 

Competition in the oil business is 
nothing new and natural gas is simply 
another form of it. In this particular 
competition, heating oil dealers have 
a great many advantages. 

They are already established in busi- 
ness and have fine local and individual 
relationships. They have the best pos- 
sible insurance of supply with local 
back-up. They have a better and more 
personal customer relationship. 
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AT LOW COST 


orrison Line Strainers and Swing Joints 
Are Built for Important Protection 


A valuable pump is wrecked. 
utterly ruined. 
wos pumped through the lines into the highly importont 
mechanisms. 


Losses are increasing steadily duc to leaky, inefficient 
swing joints. 


These Morrison line strainers and swing jeints, inex- 
pensive though they are, will prevent many breakdowns 
ond loss of time and products. 


Please write for full information. 





A fine costly meter is 
It happened because foreign substance 





Fig. 365 








Cell the Filter Element 
that's protecting more 
new car engines than 
any other brand! 


2 Original or Optional 
A : Factory Equipment on 
OIL Chevrolet, Oldsmobile, 
FILTERS Buick, Cadillac, and GMC 
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FUEL OIL 


Degree Day Totals Cut 
As Warm Air Hangs On 


Warm weather continued during the 
week of March 14-20, keeping degree 
day totals fairly constant in the East 
Coast, Great Lakes, West Coast and 
Midwest areas with the exception of 
St. Louis where the total climbed by 
52 degree days. 

In the Southeast a cold spell brought 
a sharp increase in degree day totals 
in all cities except Raleigh. 

The season-to-date-figures are still 
below normal and, in most cases, are 
below those for 1953. 


Season Sept.-March 20 Week 
Mar. 14-20 
1954 1953 Normal 1954 
East Coast 


Boston 4136 4300 4704 192 
pod York (a) 3645 3737 4188# # 167 
ila- 
delphia (a) 3409(b) 3508 3858 151 
Washington 3349 3181 3529#% 144 
Average 3635 3682 4070 164 
Great Lakes 
Buffalo .. 4857 4951 5224# 216 
Chicago .. 4446 4835 5248 193 
Cleveland 3 4392 4902# 203 
Detroit 4796 5240(b)# 
Toronto (a) . 5062 5035  5863# 
Average .. 4802 5295 
Midwest 
Denver . 4523 4964 
Minneapolis . 6506 6602 
Omaha ‘ 4865 53144 
St. Lou's (a) : 3584 3918 
Average 4870 5200 
West Coast 
San Fran- 
cisco (a) 1886 
Seattle (a) 34144 
Average . 2650 
*heast 


Birmingham, 
la. 2 25134 
Charleston, 
S. C. (a) $ 1659 
Nashville, 
3360# 


2778(b) 116 
2578 


Average 112 


Degree days are on 65 deg. F. basis. 

(a) Readings at city offices. Readings in 
other cities taken at airport offices. 

(b) Includes weather bureau correction. 

# New normals. 


Power Plant Fuel Report—A report 
just published by the Federal Power 
Commission tells the amounts of coal, 
gas and oil consumed by power plants 
in 1952, along with the kilowatt-hour 
production from each fuel. Reports 
may be purchased for 25¢ from: Pub- 
lication Division, Federal Power Com- 
mission, Washington 25, D.C. The 
order number is FPC S-107. 


Oil Imports Attacked—Represent- 
ative Van Zandt (R., Pa.) last week re- 
newed his fight for congressional action 
to restrict imports of “foreign residual 
fuel oil.” In remarks made to the 
House of Representatives, he blamed 
oil imports for shutting down coal 
mines and bringing unemployment. 
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FUELS 


CONSUMPTION OF DIESEL FUELS BY USE thevsends of 0/0 
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What's Ahead for Diesel Fuel? 


A forecast of Diesel fuel con- 
sumption through 1967 sees 
—the market expanding 
—product demand going up 
—supply is no problem 

But 

—Diesel fuel quality may be 
going down. 

In plotting the long-range future of 
Diesel fuels before the American 
Society for Testing Materials at Phila- 
delphia, the probable needs of kerosine 
and distillate fuels were seen as ex- 
panding 44% by 1967. This growth 
reflects the increasing use of jet fuel, 
the continued trend of dieselization, 
present home heating, and new uses 
for these products. 

By drawing a comparative demand 
picture, C. M. Larson, chief consult- 
ing engineer of Sinclair Refining Co., 
said kerosine and distillate fuels would 
run about 50% of gasoline and a little 
less than 20% of the estimated total 
product demand for 1967. The prob- 
able needs for petroleum products in 
that year will be 4,350,000 b/d of 
gasoline, 2,260,000 b/d of kerosine 
and distillate fuels, 1,860,000 b/d of 
residual fuel, and 1,810,000 b/d of 
other products. 

Diesel Demand Climbs — Total 
Diesel use projected ahead to 1956 is 
estimated at 532,000 b/d by Mr. 
Larson. Of this, he said, 252,000 b/d 
will be consumed by railroads, the 
prime user of Diesel fuels. In 1952, 
railroad Diesels consumed an average 
of 180,000 b/d, while the second larg- 
est consumer, the trucking industry, 
used only 52,200 b/d. 

An indication of the trend of Diesel 
fuel consumption this year was pointed 
out in the projected Diesel engine 
sales. Mr. Larson sees a mixed out- 
look. New sales to railroads, highway 
transportation and agriculture are ex- 
pected to be lower this year than in 
1953. However, sales of Diesel en- 
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gines for construction, general indus- 
try, mining, marine, municipal and 
petroleum operations will be greater 
in 1954. 

Engine Builders’ Outlook—aA survey 
of Diesel engine builders brought sig- 
nificant findings: (1) the engine build- 
ers contemplate no changes in engine 
design which will materially effect cur- 
rent Diesel fuel specifications; (2) 
Their only concern is a possible drop 
of Diesel fuel quality and, particularly, 
the possibility that fuels would be 
loaded with larger doses of sulfur. 

Mr. Larson said changes in crude 
source and extensive catalytic and 
thermal cracking operations pose a 
question of availability of suitable 
material for Diesel fuels. Such blends, 
he said, have lower cetane numbers, 
and compatibility and storage stability 
will be impaired. 

Sulfur Content Goes Up—lIn his 
analysis Mr. Larson outlined trends of 
the two quality grades in the proper- 
ties of Diesel fuel. For ASTM grade 
1-D he sees the tendency of sulfur 
content to go higher. More than 90% 
of the 1953 samples were between 1.4 
and 3.01. And the majority of the 
1953 1-D grade fuels were from 48 to 
56 cetane numbers. Several were 
over 60 cetane. And there were far 
less at 40 than in 1952. 

In the trend of ASTM grade 2-D, 

there were more No. 2 Diesel fuels 
over the 1.00% maximum sulfur in 
1953 than in previous years, but not 
enough to be alarming. The cetane 
number distribution was about the 
same as in 1952. More than 70% of 
the 2-D grade Diesel fuels were higher 
than 48 cetane number and 50% were 
over 50 cetane numbers. 
To Market—In the distribution of 
distillates, railroads use direct ship- 
ments from refineries or terminals. 
Buses, trucks and tractors rely mostly 
on bulk plants and stations. 












TIRES—BATTERIES—ACCESSORIES 


What Balanced Sales Do for You 


It isn’t balanced selling when 
a service station dealer sells the 
customer only the TBA items the 
dealer likes and wants to sell. 

Each car coming into the sta- 
tion is a different age, a differ- 
ent mileage, has different needs. 
Urge the station operator to sug- 
gest the one or two most im- 
portant actual needs to each 
customer. 


The dealer who makes that a routine 
will wind up the day selling at least 
one of every auto- 
mobile necessity 
and replacement 
item in his stock. 

To achieve true 
balanced TBA 
selling, dealers 
need to be edu- 
cated on the value 
of a service rou- 
tine that makes 
checking for TBA 
needs an auto- 
matic part of the procedure, according 
to Sam Wheatley, TBA manager, 
Standard Oil Co. of California, speak- 
ing before the West Coast TBA meet- 
ing held in Seattle, March 2. 

The dealer who has his service 
check-up procedure down pat will be 
less likely to acquire the habit of 
specializing on some one class of TBA 
which happens to be his favorite. 

Instead he will let the customer’s car 
determine what should be sold. When 
he finds what the customer needs it 
is easy to suggest a replacement. The 
customer will usually buy when the 
need is pointed out to him. He will 
never be dissatisfied over a decision to 
buy something he actually needs. 

One way to train a dealer on how 
a car should be checked for TBA 
needs, is for the oil company salesman 
to demonstrate how it’s done. Some- 
times it is possible to get good results 
by acting as an observer, said Mr. 
Wheatley. 

“After the customer has left the 
station,” he said, “discuss with the 
dealer the things the customer needed 
that the dealer overlooked. When this 
can be done with the dealer in the 
right way, you can prove to him that 
he needs help. Then the prime objec- 
tive of doing a balanced TBA selling 
job is well on its way,” he concluded. 

Balanced Inventory—Besides getting 
the dealer into the habit of using the 
right service routine, balanced TBA 
selling also requires a balanced TBA 





G. S. Wheatley 
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inventory at the station, said Mr. 
Wheatley. “Just about the time a TBA 
merchandiser and the dealer become 
complacent about their fine balanced 
sales accomplishment,” said Mr. 
Wheatley, “they run into trouble. 

“Some holiday, Saturday afternoon 
or Sunday,” he said, “the dealer sells 
a popular size fan belt or radiator hose 
and to save time he takes out his 
pocket knife and cuts off the old belt 
or hose. Then he finds he does not 
have that size in stock. He is no end 
embarrassed, and I have seen cases 
where the motorist is delayed for 
hours.” 

So be sure your TBA plan includes 
a Suggested Stock Guide for the dealer 


so he knows the number of each size 
TBA item he should carry in stock, 
Mr. Wheatley urged. Then make cer- 
tain he has a system for regularly 
checking his inventory against the Sug- 
gested Stock Guide, so he can keep 
adequate supplies on hand. 

Backed up with adequate stocks; 
plus attractive displays; with well 
maintained facilities; and sufficient 
manpower to handle the business; a 
dealer can work with confidence for 
balanced TBA sales. He can hope to 
sell the right thing to the right cus- 
tomer at the right time, said Mr. 
Wheatley. 

“This may be Utopia,” he con- 
ceded, “but this type of honest, bal- 
anced selling is profitable and will 
build repeat business. We are going to 
sell more TBA merchandise in 1954 
than ever before if we get busy and 
really sell a job of balance.” 
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Filter Change Month Coming Up 


All of the oil companies that 
handle the Purolator oil filter 
cartridge, including their job- 
bers, consignees and dealers, are 
geared up for another Filter 
Check Time, which takes place 
again in April this year. 

April is considered the best time 
for checking oil filters because it ties in 
best with Spring change-over cam- 
paigns—a permanent seasonal feature 
of oil marketing sales programs. 

It provides one of the best oppor- 
tunities to educate service station 
operators on the big extra sales and 
profit possibilities in filter .changes, 
because it is the time when car owners 
are changing to summer oil. 

As in the past, Purolator Products, 
Inc., is backing the drive with a heavy 
program of consumer advertising. The 
advertising aims to convince motorists 
of the value of replacing the oil filter 
element as an insurance against fast 
engine wear and early repair costs. 

For dealers, Purolator offers a 


“bonanza” package containing 31 of 
the most popular filter refills; three 
“Day-Glo” window streamers that tell 
car Owners it’s time to change the oil 
fitter element; a wall chart with filter 
specifications for 1954 cars and light 
trucks; and a dealer premium in the 
form of 16-piece set of Ranchstyle 
dinnerware. 

The general aim of Purolator’s inte- 
grated program is to make the Amer- 
ican public more filter conscious; and 
to create a situation where the sale of 
filters and refills will be easier than 
ever, with profit for all. 





For Oil Men Only 


By way of experiment the Midwest 
TBA meeting May 3-4 will include oil 
men only. In a preliminary announce- 
ment, Al Oetjen, Standard of Indiana, 
Midwest Chairman of the Oil Industry 
TBA Group, has this to say: 

“In preliminary committee meetings 
a desire was expressed for a smaller, 
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more informal group at the Midwest 
Section meeting, which might be ac- 
complished by attendance of only the 
oil industry people. A check with 
several suppliers revealed that they 
were in agreement with the principle, 
especially as it eliminated any tendency 
to duplication resulting from atten- 
dance at the national meeting usually 
held also in the Midwest. 

The Midwest Section will meet at 
the Sheraton Hotel in Chicago. Com- 
mittee heads are: L. J. Spanuello, 
Pure Oil Co., program; J. A. Gier, 
Cities Service, Chicago, publicity; 
George C. Pfahler, The Texas Co., 
Chicago, arrangements; and H. W. 
Crawford, Standard of Indiana, Chi- 
cago, registrations. 


Headlight Line Offered 


The Buffalo Weaving & Belting Co.., 
Alliance, Ohio, has formed an auto- 
motive parts division and is entering 
the field with a headlight replacement 
unit. There will be four types of units 
in the line with which dealers can 
replace 85% of all headlights in use 
today. The company’s new product 
was developed by George Schofield, 
formerly of Winslow Metal Products 
Co., Cleveland, who now becomes 
sales manager of Buffalo’s automotive 
parts division. 

The company expects to announce 
other products in the automotive field 
shortly, which will be manufactured 
in the Alliance plant. The parent com- 
pany is located in Buffalo, N. Y. 


Device Inserts Tire Wire 


Oil marketers who operate tire re- 
treading shops sometimes mold coils 
of wire into the treads of truck tires 
to give them more of a grip on the 
road, and as a protection against tread 
cuts. To simplify and speed up the 
job of setting the wire in the molds, 
one tread wire manufacturer, Kimes- 
Barnes Corp., 317 S. Madison St., 
Rockford, IIl., uses a guide strip which 
is secured to the matrix. The wire is 
snapped into the guide strip which 
holds it in alignment during the mold- 
ing operation. 

Kimes-Barnes has also developed a 
tool called a tread guard roller, as 
well as special wire cutters and han- 
dling carts for the wire reels, all of 
which are now available to retread 
shops using the Kimes-Barnes wire. 
The company is promoting the use 
of wire in truck tire treads in all 
seasons, pointing out that skid protec- 
tion is needed during summer rains 
as well as on snow and ice. 


New Richfield Designs Win Praise 


A package redesigning job done by 


the Richfield Oil Corp. of New York 
on its entire line of specialties won a 
commendation when the group was 
shown at the National Exhibit of the 
Package Designers Council, held at 


the Park Lane hotel in New York. The 


products are promoted as the Rich- 
field Car and Home Line, and a spe- 
cial display rack is provided. 


Credit for the redesigning of the 


Car and Home Specialty line goes to 
Howard G. Meyers, vice president, 
and Ben Pollak, advertising and sales 
promotion manager. The color scheme 
features a white background, with 
product names in red, and the trade- 
mark in a band arrangement of the 
company colors of blue and yellow. 
A similar job has also been done on 
the new can for Richlube Super HD 
Motor Oil. 





Low-Priced Tubeless Tire 


A new, low-price tubeless tire, 
called the “Safetyliner” is being intro- 
duced by B. F. Goodrich in the Los 
Angeles area. While it will not have 
the puncture-sealing feature of the 
present “Life-Saver” tubeless it will 
be offered as a blow-out resistant tire, 


on the basis that it’s the tube in con- 
ventional tires which are the cause of 
blowouts. 

Feature of the new Monroe Auto 
Equipment Company's shock absorber 
campaign is a new counter display 
holding a set of four matched shock 
absorbers. 
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Buy BISHMAN 


Choose from several BISHMAN Pump models 
designed for handling— 

* Petroleum Products 

* Alcohol, Paint Thinner, etc. 

* Industrial Chemicals 
Ideal for underground tanks, skid tanks and 
drums. You can have vapor proof valves, Nylon 
diaphragms coated with Buna S or Polyethylene 


plastic, corrosion resistant materials and other 
features at MUCH LOWER COST. 


When you wont o Transfer Pump it will pay to 
investigate BISHMAN. 


Ask your Jobber or write for fully descrip- 
tive literature TODAY. 





#750 and #777 
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Rolling Display Rack 

A new wire display rack can be 
rolled into position easily even when 
bearing a full 300-lb. load of products. 
Featuring all-around visibility, the 
self-service rack is designed to pro- 
mote impulse buying. It holds polish, 
cooling system products, sponges and 
other automotive specialties. The rack 
is constructed of aluminum-coated 
steel wire. Channels are provided for 
price markers. E. [. duPont de- 
Nemours & Co. 


Circle No. 1 on Reply Coupon 





Drum Coupler 


A new drum coupler simplifies valve 
change-over from one drum to an- 
other. A winged swivel permits secure 
attachment of the coupler to the drum 


by hand, eliminating wrenching, 
pounding and stripped threads. Heavy 
hand lugs, offset for easy gripping, 
also protect faucets from damage. The 
coupler directs flow quickly, allowing 
discharge at any desired angle. OPW 
Corp. 


Circle No. 2 on Reply Coupon 


Compact Oil Heater 


A new heater, no larger than an 
orange crate, has the heat potential of 
a 60,000 B.t.u. furnace. The heater 
burns fuel oil or gasoline and is cap- 
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able of standby, emergency, personnel, 
spot and area heating. It weighs only 
114 Ib. and can be carried easily by 
two men. 


Circle No. 3 on Reply Coupon 


Plastic Coatings 


A line of plastic coatings is adapt- 
able for use on tanks, trucks and for 
other oil industry applications. Ac- 
cording to the manufacturer, they will 
protect against corrosion; serve as 
electric insulators; withstand a wide 
range of temperatures; adhere strongly 
to a wide variety of surfaces, includ- 
ing old paint; are easy to apply by 
brushing, spraying or dipping, and 
are easy to clean. Magic Chemical Co. 

Circle No. 4 on Reply Coupon 





Explosion-Proof Lamp 


An explosion-proof lighting fixture 
has a heat and impact-resisting lamp 


globe, held in place by a rigid clamp 
ring. To be completely safe in loca- 
tions where there is the possibility of 
flammable gases being present, the 
fixture’s lamp and wiring compart- 
ments are individually explosion- 
proof. To overcome the effects of cor- 
rosive atmospheres, slots on the globe 
holder are provided, permitting it to be 
pried free easily with a screw driver 
in relamping. Crouse-Hinds Co. 


Circle No. 5 on Reply Coupon 





New Durable Magneto 


A heavy-duty magneto is suitable 
for use on air compressors, pumping 
engines and other applications where 
engines are under strain. Distribution 
of the high-tension current to the 
various spark plug cables is accom- 
plished by individual carbon brushes 
that pick the current up from the 
distributor rotor. All bearings are 
packed with special temperature- 
resisting grease. American Bosch Corp. 


Circle No. 6 on Reply Coupon 








On equipment or literature described in this issue: CIRCLE THE NUMBER 
below. Fill in the reply coupon, clip and mail. Your inquiry will be forwarded 
to the manufacturer, Void after June 30, 1954. 
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Pacific Coast 


By Frank Breese 


Looking Back 


This column rounds out six years 
of reporting oil industry activities on 
the West Coast, going back to the 
“exclusive dealing” suit by the Fed- 
eral government against Standard of 
California in the spring of 1948. 

For this reporter, there has been a 
continuous flow of pertinent and inter- 
esting stories. Some that stand out 
also mark significant developments in 
industry history: 

e The government won the case 
against Standard, and the judgment 
was upheld by a split majority in the 
U.S. Supreme Court. Three years 
later, in 1951, the government won 
a judgment against Richfield of Los 
Angeles in a similar “exclusive deal- 
ing” suit. 

Both Standard and Richfield re- 
vised their contracts with lessees fol- 
lowing those judgments. On the whole, 
marketers claim there has been no 
particular change in West Coast oil 
marketing as a result of the adverse 
rulings. 

e Another bit of litigation that 
came up was the filing of the huge 
antitrust case against the seven West 
Coast majors, charging that they con- 
spired to restrain competition and to 
monopolize all segments of the oil 
industry on the West Coast. Pre-trial 
proceedings are so enormous, the case 
is still a couple of years from trial. 

e Perhaps the most sensational de- 
velopment was the vogue of serve- 
yourself stations which swept the state, 
starting in 1947. Although pure self- 
serves are scarce now, the movement 
brought an abundance of multiple- 
island stations and made a heavy im- 
pact on marketing. One prominent 
result was the advent of “open form” 
stations, common east of the Rockies. 
They adapt the open expanse of multi- 
pumps to stations which retain con- 
ventional size. 

e Possibly the most significant de- 
velopment has been the spread of 
direct-delivery—the transportation of 
gasoline from primary terminals to 
retail outlets, bypassing bulk ter- 
minals. “Clipper delivery” started 
before 1948, when this reporter went 





. interpreting the oil news 





AN ANNOUNCEMENT 


This week Frank Breese leaves 
the West Coast for the East to 
become Managing Editor of Na- 
TIONAL PETROLEUM News. He 
will fill the post open since Jan. 
1, when Herbert A. Yocom was 
promoted to NPN Editor. 

A native of California, Mr. 
Breese has been covering the oil 
news as Pacific Coast Editor 
of NPN, Petroleum Processing 
magazine and the daily Oilgram 
News and Oilgram Price serv- 
ices. He earlier served as a 
United Press correspondent and 
editor (in New York, Buenos 
Aires, London and Madrid) and 
as a staff member of the Los 
Angeles Mirror. 

Mr. Breese’s successor in the 
work of reporting what’s hap- 
pening in the oil industry West 
of the Rockies will be announced 
later. 











to work on a West Coast oil beat; 
but it culminated in virtually com- 
plete coverage of the Pacific Coast 
during the past six years. 

e Another big story was the 1948 
oil workers’ strike which lasted some 
three months. It resulted in extreme 
bitterness between management and 
labor which took several years to 
mitigate. 

e That period has seen a growing 
surplus of petroleum inventories, an 
acute shortage and another surplus 
now in progress. The early surplus led 
to an outbreak of vicious price wars, 
terminated by the 1951 “price freeze.” 
Today’s mounting stocks have pro- 
duced apprehension over a renewal of 
of price wars; wholesale prices have 
been skittish, but retail prices have 
been holding. 

e Recalling stories could use up all 
NPN’s pages. And it would be easier 
for a reader to refer to back copies 
of NPN than to peruse a quick re- 
hash. Moreover, today’s happenings 
are a lot more pertinent than a his- 
torical summary. 


‘Loss Leaders’ Hurt 


A new grievance is being aired by 
the Serve Yourself and Multiple Pump 
Stations Assn. It’s the prices chain 
drugstores and supermarkets are 
charging for motor oil. 

One member, Ernie Lafranchi, 
charged that those stores are selling 
oil below cost as “loss leaders” to the 
detriment of Independent gasoline 
station operators. 

The association reported the follow- 
ing prices for motor oil in drug stores 
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and supermarkets: 14¢ a qt. ($1.09 for 
2 gal.), 23¢ a.qt.; 11¢; 29¢ ($1.20 for 
2 gal.); 31¢ ($1.98 for 2 gal.); and 
1S5¢ a qt. (89¢ for 2 gal.). 

Said Mr. Lafranchi, “I just had a 
customer walk out on me _ because 
I sell reclaimed oil in 2-gal. con- 
tainers for $1.19. That’s not a bar- 
gain price for the 2-gal. can, by the 
way, because I can get a straight 15¢ 
a qt. in 1-qt. cans. The point is—how 
can I sell a 2-gal. can for $1.19 against 
$1.09, 98¢ and 89¢? How can I sell 
15¢ cans of reclaimed oil, so marked, 
against 10 and 11¢ oil? “I can't. | 
got sued by a cigarette vending group 
because I didn’t make enought profit 
to suit them. Now what am.I sup- 
posed to do when I see loss leaders 
moving millions of gallons of oil 
through grocery stores and drug 
stores? The big stores are hurting the 
Independent, not the majors. 

“As Independents, what are we go- 
ing to do about the huge sale of can- 
ned oil which properly belongs to us? 
We have attorneys. There are laws 
about below-cost selling, 6% being 
the margin necessary. All I’m asking 
is this: If they are selling below cost 
—and it’s certainly below cost—what 
are we going to do about it?” 


Oil Intersection 


Sixth and Flower Street is on the 
way to becoming Petroleum Corner in 
Los Angeles. 

Superior Oil Co. (large producing 
company) has made preliminary plans 
to build a 12-story office building on 
the northeast corner. Richfield’s big 
black and gold building has been on 
the northwest corner for years. Gen- 
eral Petroleum’s new, louvred building 
occupies the southeast corner—and 
the rest of the block to Wilshire Blvd 


Atlantic Coast 


By 
Raymond E. Bjorkback 





Synchronized Attack 


Organized heating oil operators in 
the New York City suburbs that lie 
in Westchester and Nassau counties 
(N.Y.) have launched a joint adver- 
tising offensive against natural gas. 

In addition, the Westchester opera- 
tors are promoting locally the idea of 
gas heat users converting to oil heat. 

Operators in both counties have a 
story to tell about lower fuel costs, as 
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well as automatic, worry-free home 
comfort. They’re telling it through 
newspaper real estate pages, posters 
in Westchester commuter trains, and 
folders. Backing up this promotion is 
a booklet with the detailed story. 

The campaign is timed to coincide 
with the beginning of spring house- 
hunting and the season for burner 
installations. 

Together, the Westchester Oil Trade 
Assn. and the Long Island Terminal 
Assn. are: 

1. Placing a six-week (or longer) 
series of ads in the Sunday real estate 
sections of two of New York City’s 
leading newspapers. 

2. Having perhaps 80,000 folders 
printed. These, like the ads, will em- 
phasize oil heat’s cost advantage in 
the area, along with its other virtues. 

Besides this, the Westchester asso- 
ciation will run ads perhaps 12 con- 
secutive weeks in local newspapers, 
and buy poster space in commuter 
trains serving the county. — 

The ads and posters will emphasize 
the convert-to-oil message through 
testimonials of householders. They'll 
tell how one home-owner, by switch- 
ing from gas to oil, cut his annual fuel 
bill to $360 to $730, and how an- 
other went from “over $700” with gas 
to “under $400” with oil. 

The New York newspaper ads will 
be aimed at city dwellers looking for 
homes in the suburbs, and suburb- 
anites who want different suburban 
homes—because they either “took 
what they could get” in buying homes 
right after the war, or are ex-Gl’s 
whose families have grown. 

Most of the promotion will refer to 
a detailed case for oil heat in the form 
of a booklet available for the asking 
from the Fuel Oil Foundation, 122 
East 42nd St., New York City. 

The Westchester group will spend 
a total of $15,000; the Long Island 
group, $5,000. 


Council to Fight Gas 


In New Jersey, every element di- 
rectly concerned with oil heat, is go- 
ing to combat gas heat competition 
through a just-formed New Jersey Oil 
Heat Council. 

In the council are 27 industry asso- 
ciations, and. as individual non-voting 
members, both Independent and major 
companies. Equipment makers as well. 
also the trade press, are represented 
through a technical committee. 

President of the council is Willard 
Hedden, Hedden Co., Dover, president 
of the New Jersey Fuel Oil Distrib- 
utors Assn. Other officers are: 

Vice presidents — Robert Crane, 
Reel Strong Fuel Co., Cranford, pres- 
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ident of the Union County Oil Heat 
Assn.; and Roger Allen, executive 
secretary of the Tri-County Fuel Mer- 
chants Assn. 

Secretaries—Aaron Rich, executive 
secretary of the New Jersey Fuel Oil 
Distributors Assn., and Hugh Tomp- 
kins, executive secretary, New Jersey 
State Fuel Merchants Assn. 

Treasurer—Ira Van Vliet, Supreme 
Fuel Oil Co., Orange, president of the 
Essex County Fuel Oil Assn. 

Technical Advisor—John Sibarium, 
oil heat writer. 

Besides two more oil writers on the 
technical committee will be David 
Bottrill, Oil Heat Institute of America. 

Plans call for, among other activi- 
ties, extension of burner service schools 
on the county level, development of 
additional training facilities, forma- 
tion of a service managers group, 
development of lecture programs for 
civic, business and educational groups, 
an informational program, a legislative 
committee and funds activities. 


Midwest 


By Leonard Castle 


Tank Wagon Price Again 


With the spring planting season 
again at hand, Midwest oil marketers 
who distribute to farmers are con- 
fronted with their perennial problem 
of how to prevent the consumer tank 
wagon price from disintegrating. 

Already, there are reports of some 
rural marketers who are beginning to 
give dump discounts, shading the price 
1¢ to 1.5¢ for deliveries of 100 gal. 
and upwards. So far, however, the 
practice has not become widespread. 

Two presidents of state jobber as- 
sociations—Don Condon of Wisconsin 
and Miles Schermerhorn of Illinois— 
took a swing at this annual problem at 
recent conventions by warning that 
the consumer tank wagon price might 
disappear forever if it breaks down 
throughout the Midwest this year. 

Mr. Condon suggested that Wis- 
consin jobbers think and talk about 
the consumer tank wagon while most 


of them have it, for “next year by 
this time, maybe none of us will 
have it.” 

“I wonder how many of you realize 
how much time and effort our sec- 
retary has put in in 1953, helping job- 
bers try to hold this market,” Mr. 
Condon noted. 

“We blame the major suppliers for 
a lot of our trouble, but here is one 
in which jobbers can take an equal 
share of the blame. The consumer 
tank wagon business here in Wisconsin 
is apparently on its last legs unless we, 
the Independent segment of the indus- 
try, do something about it. 

“Here is a suggestion of what we 
can do about it. How well does the 
average jobber know his competitors 
in his home town? In experience they 
don’t even speak to each other in 
most small towns. 

“Let’s have a ‘know your com- 
petitor’ campaign,” Mr. Condon sug- 
gested. “Let each jobber go back to his 
home and organize an oil men’s 
social club, made up of bulk agents, 
commission drivers and jobbers. Meet 
every 60 days over a beer or two— 
exchange credit information — learn 
for yourselves that the other fellow 
isn’t such a bad guy and not nearly 
as bad as you had painted him before 
you really knew him.” 


Head Start in lowa 


Members of the Iowa Independent 
Oil Jobbers Assn. conducted a pre- 
view of “Consult Your Supplier 
Month” at their recent annual con- 
vention in Des Moines. They got a 
head start on the National Oil Job- 
bers Council which has designated 
May as the time for nationwide across- 
the-table conferences between jobbers 
and their suppliers (see NPN, March 
17, p. 20). 

First, jobbers of the various supply- 
ing companies met in group sessions 
to outline the common problems they 
wished to discuss with supplier rep- 
resentatives. In some cases, they se- 
lected a spokesman or two who led 
the discussion at subsequent sessions 
with the suppliers. 

Subjects discussed included such 
matters as profits on lubricating oil, 
freight rates on packaged goods, dif- 
ferentials in jobber margins, fuel oil 
prices, and advertising programs at 
the local level. 

Both jobbers and suppliers reported 
that the sessions resulted in improved 
mutual understanding on numerous 
points. One of the more important 
results, they said, was the develop- 
ment of creative ideas during the dis- 
cussions which proved to be of benefit 
to both sides. 
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Credit Card Firm Seeks New Life 


National Credit Card, Inc., of 
Portland, Ore., pioneers of uni- 
versal credit cards among gaso- 
line station operators, last week 
filed a petition for voluntary 
bankruptcy. . 

But the NCC officers hope to 
obtain Federal court approval of 
a reorganization plan which will 
permit continued operation. 

NCC, which started in July, 1951, 
with $40,000 in capital, listed liabili- 
ties of $966,389 and assets of $750,187. 
NCC directors voted to work out a 
plan of reorganization under the Na- 
tional Bankrupcy Act, preferable under 
Chapter XI. 


NCC has not submitted a bank- 
ruptcy plan to the court, although it 
did offer one to its members. It re- 
quested that they choose between the 
reorganization plan and liquidation. 

NCC has not formulated a plan and 
is not sure when it might submit one. 
C. M. Dillehay, former controller and 
now temporary receiver, said a plan 
won't be filed unless new capital is 
obtained. 

Carl Donaugh, NCC officer, told 
NPN that eastern capital isn’t inter- 
ested “because Portland is too remote 
from investment people making de- 
cisions for firms in New York, Phlia- 
delphia and Chicago.” 

NCC can file a supplemental peti- 
tion for a bankruptcy plan or reor- 
ganization at subsequent meetings. 

In a “re-organize or else” letter to 
members last February, NCC urged 
the members to vote for reorganization 
“rather than a complete liquidation 
and its resultant terriffic loss to all.” 
The letter said that more than $600,- 
000 in franchise receivables would be 
lost if NCC were liquidated. 

NCC’s letter reported that the com- 
pany has about $625,000 in accounts 
receivable from cardholders (plus over 
$600,000 in franchise receivables). 
Object of NCC’s reorganization plan 
is to free the current accounts receiv- 
able so that can be added to operating 
capital. 

NCC’s plan contains eight alterna- 
tives for the members: 

1. Member acknowledges that NCC 
owes him less than $75 for legitimate 
sales checks. Member agrees to con- 
tinue membership and participation 
and to send in a check for $75, less 
the amount owed the member. 

2. Member, acknowledging that 
NCC owes him less than $75, agrees 
to continue membership and participa- 


tion and to send in a $75 check. He 
would receive payment for the liability 
in the form of stock at the rate of $3 
in stock for each $1 of liability. 

3. Member, acknowledging that 
NCC owes him more than $75, 
authorizes NCC to deduct $75 mem- 
bership fee from liability and agrees 
to accept the balance in NCC stock 
at the rate of $3 in stock for each $1 
of liability. As an alternative, mem- 
ber agrees to settle for cash at the rate 
of 15¢ on the dollar. 

4. Member, acknowledging _ that 
NCC owes him more than $75, would 
still send in $75 membership fee and 
accept payment for liability in NCC 
stock. 

5. Member, acknowledging _ less 
than $75 indebtedness, declines to con- 
tinue participation but agrees to ac- 
cept payment in NCC stock at the 
rate of $3 of stock for each $1. 

6. Member, acknowledging _ that 
NCC owes him more than $75, de- 
clines to continue participation but 
agrees to accept payment in NCC 
stock. An alternative is to accept pay- 
ment in cash at the rate of 15¢ on the 
dollar. 

Points 7 and 8 cover technical ad- 
justments. 

NCC asked that membership con- 
tinue for 18 months from the date of 
approval by the court of NCC’s re- 
organization plan. 

“Pressure” Blamed—NCC charged 
that “monopoly interests” sought to 
scuttle the program and asserted that 
fresh capital would have been forth- 
coming had it not been for “pressure 
exerted by these interests.” 

E. L. Mays, president, told NPN 
that new management would be deter- 
mined by merchant-members who will 
have a substantial stock interest under 
the new plan and those who put in 
fresh money. 

NCC attributes its troubles to (1) 
frenetic growth which made imposing 
demands on its capital, and (2) alleged 
pressure by “certain monopoly inter- 
ests.” 

Under NCC’s all-purpose system, a 
merchant-member allows a customer 
to charge a purchase. He sends the 
invoice to NCC. NCC sends the mem- 
ber-merchant a check for the month’s 
accumulation of invoices less a 6% 
service charge. That’s where NCC 
makes its money. 

During the first seven months, to 
March 31, 1952, NCC paid out less 
than $7,000. At its peak last year, 
it paid out $800,000 a month. 
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JOBBER AD prepared by API 








API Offers Ad Series 
To Local Oil Men 


Oil men will get help from the 
American Petroleum Institute this 
year in carrying their message to the 
public. 

API has prepared a series of 36 
advertisements to help local oil men 
obtain the maximum advantage from 
their 1954 newspaper advertising pro- 
grams. The ads are presented in 
groupings for fuel oil jobbers, service 
station operators and general oil com- 
pany use. 

Oil Industry Information Commit- 
tee district offices are distributing 
proof books to local oil men and 
newspapers. Mats of all ads in the 
new series will be supplied free on 
request. 

The ads are intended to serve as 
prestige and sales builders for com- 
panies using them and to put across 
industry and company messages si- 
multaneously. 





Conservation Booklet Published 


An 84-page illustrated booklet pub- 
lished by the Interstate Oil Compact 
Commission presents in condensed 
form and layman’s language impor- 
tant aspects of oil production and con- 
servation. Copies are available from 
IOCC, Box 3127, Oklahoma City. 
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Eastern Distillate Fuel Prices Cut 


Petroleum product prices east of the Rockies 
for the most part were on the downgrade last 
week. Widespread expectations of a rally in Gulf 
Coast gasoline prices culminated in 87 octane 
regular-grade recovering one-half of the full 1¢ 
reduction made earlier in March. But prices other- 
wise were easy and generally were lower for 
distillate fuels in the east. 

Esso Standard Oil Co. gave official recognition to soft 
fuel market conditions by erasing, for the most part, the 
“voluntary allowances” which had been in effect on dis- 
tillates and light industrial grades and lowering its posted 
prices from Maine to Washington, D. C. Reductions in 
postings for distillates ranged from 0.3¢ to 0.65¢ gal., with 
light industrial fuels off 4¢ and 6¢ bbl., and Diesel bunker 
prices down 13¢ bbl. at some points. 

Socony Meets Esso Reductions—Following Esso Stand- 
ard’s move, Socony-Vacuum Oil Co. reduced its prices for 
distillate fuels in amounts up to 0.6¢ gal. 

Socony’s reductions in metropolitan New York City, 
effective March 25, ranged from 0.2¢ to 0.5¢, and the 
lower tank wagon prices posted for home heating oils in 
some instances are subject to an additional 0.2¢ gal. “vol- 
untary allowance.” 

Atlantic Refining Co., meanwhile, lowered its distillate 
fuel prices 0.3¢ gal. generally throughout Pennsylvania 
and Delaware, with reductions applying to kerosine, No. 2 
fuel and Diesel fuel for all methods of delivery. 

Gulf Coast No. 2 Lower—At the Gulf, No. 2 fuel was 
sold and offered in cargo lots at 8.25¢, down 0.25¢. Trade 
sources said easiness followed reductions of 0.3¢, to 9¢, 
in several major marketers’ delivered New York contract 
cargo prices. 

On the upside at the Gulf, however, were 0.5¢ increase 
in 87 oct. regular-grade gasoline to 10¢ on the low, and 
0.25¢ advance in JP-4 jet fuel to flat 9.75¢. 

Failure of 83 oct. regular to improve at the Gulf was 
the basis for some pessimism regarding gasoline prices in 
the interior. At Chicago, for example, both regular and 
premium grades were quoted 0.125¢ lower at river termi- 
nals, at 12.125¢ and 13.125¢, respectively. Reports indi- 
cated that even the new lows were being “shaded” another 
0.125¢. 

Lube Prices Shaded—Lubricating oil prices were subject 
o “shading” in the Mid-Continent, according to one re- 
finer, who said quoted prices for conventional bright stock 
and neutral oils, and solvent refined bright stock were being 
“discounted” by from 0.5¢ to 2¢ gal. Refiner added he 
would have to meet the lower prices if they continue. 

Although heavy fuel still was available to resellers at 
$1.00 bbl., Group 3 basis, and to the trade from $1.05, 
Midwest sources said volume available at these prices had 
diminished. Some said indications were that heavy fuel’s 
easy position in the Mid-Continent might be reversed by 
midsummer when a number of refiners expect to increase 
their coking operations. 

Retail gasoline price wars continued to figure promi- 
nently in price news. Following are details of price wars 
in various areas. Prices are exclusive of state and federal 
taxes, amounts of which are shown in parentheses. 

Decatur, Ill. (7¢)—Retail gasoline prices took a turn for 
the worse in a several-weeks-old gallonage fight here by 
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dipping another 1¢, to 10.3¢ below “normal” price of 
22.2¢ gal. Major brand dealers were posting 11.9¢ and up 
for regular, and private brands were as low as 10.9¢. 
Posted dealer tank wagon prices for regular were un- 
changed at 17.2¢, but NPN sources said major brand 
dealers generally were getting 4¢ gal. “temporary allow- 
ance.” Gallonage battle began as a fight among private 
brands only, and dealers handling major brands originally 
tried to ignore it. 

Newark, N. J. (5¢)—Once again retail prices for regular 
gasoline pointed downward in northern New Jersey. NPN 
sources said approximately 70% of stations selling major 
brands on Route 4 between Fort Lee and Hackensack cut 
prices 3¢ to 14.9¢, and a number along Route 17 lowered 
postings 2¢, also to 14.9¢. “About three” stations in Ber- 
gen and Warren counties, including one private brand, cut 
prices to 13.9¢. Most private brand stations were at 14.9¢ 
and 15.9¢, however. 

Miami, Fla. (9¢)—Tank wagon prices sunk to lowest 
level here since before World War II in another outbreak 
of cutting at retail after almost two months of “near nor- 
mal” prices. Atlantic Refining lowered its tank wagon price 
for regular gasoline to 8.9¢; other suppliers maintaining 
“normal” 16.1¢ tank wagon reportedly were giving “special 
allowances” of 7.2¢. Major brand dealers generally were 
being “guaranteed” 4¢ margin. Pump prices dropped to 
11.9¢ and 12.9¢ at major brand stations, compared with 
“normal” prices of 20.5¢ to 20.9¢. Private brand stations 
were posting 10.9¢ and 11.9¢. One source commented that 
present tank wagon prices are “some 4¢ below the price 
which some private brand operators are paying for tank 
car lots.” 

Ft. Worth, Tex. (6¢)—Retail price war ended here with 
private brands back to “normal” of 16.9¢ for regular, 
major brands at 19.5¢. Private brands had dropped to as 
low as 10.9¢, major brands 13.4¢. 

E. Hartford, Conn. (6¢)—Tank wagon prices for regu- 
lar were cut another 1¢, to 11.9¢, by most suppliers. Pump 
prices generally reported unchanged, ranging upward from 
13.9¢ at private brand outlets and “a few” major brand 
stations, same as in Hartford proper where tank wagon is 
1¢ higher. Majority of major brand stations post 14.9¢ 
and 15.9¢ in East Hartford, 15.9¢ to 16.9¢ in Hartford. 
“Normal” retail and tank wagon prices for this area are 
19.9¢ and 15.6¢ respectively. 

Portland, Me. (8¢)—Dealer tank wagon prices for regu- 
lar have been cut to 11.9¢ here by several major suppliers. 
Others are granting “voluntary allowances” of 3.5¢ to 3.9¢ 
off “normal” posted tank wagon price of 15.8¢. One major 
brand outlet posted one-day “Sunday Special” retail price 
of 13.9¢. Majority of stations handling major brands post 
15.9¢ with remainder at 16.9¢. A private brander posts 
14.9¢. “Normal” retail ranges from “about 20.8¢ to 21.9¢.” 


Gulf Coast 
Gasoline Sales And Prices Up 


Sales of gasoline, for the first time this year, were active 
at the Gulf during the past week, and 87 oct. regular-grade 
was quoted 0.5¢ higher at 10¢ gal. Other developments in 
the cargo market included higher quotations for jet fuel, 
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and lower-priced offerings and sales of No. 2 fuel. 

Gasoline buyers appeared at the Gulf—after months of 
dickering—and picked up more than five cargo lots. The 
buyers mostly were eastern marketers, according to trade 
reports, and they paid 9.5¢ for 87 oct. regular or “the low, 
date of lifting.” 

Prices reported for 87 oct. regular advanced when the 
Independent, who had been quoting 9.5¢ to move out his 
inventory, withdrew from the market. The next higher 
offering of this grade was at 10¢ gal., and reports said 
material was offered freely at this price for 30-day loading. 

One refiner quoting 12¢ for 95 oct. premium advanced 
to 12.5¢, but range of prices for this product was not 
affected. 

Not all of the interest in gasoline originated in the East. 
Several tow barges were closed to Midwesterns, with some 
of the quantities ranging as high as 35,000 bbls. 

In addition, there were rumblings that West Coast buyers 
were inquiring for shipment of gasoline to California and 
Washington via the Panama Canal. One western marketer 
said he had “talked” with several Gulf refiners of the 
possibility of buying gasoline, adding that he probably 
would be in need of a cargo for June shipment. 

While gasoline was picking up, No. 2 fuel was easing. 
Offerings and sales of No. 2 fuel were reported at 8.25¢ 
gal., down 0.25¢. Contributing to the decline, trade sources 
said, was the reduction, from 9.3¢ to 9¢, in delivered 
contract cargo prices for this product at New York harbor. 

Jet fuel, JP-4, was quoted generally at 9.75¢, up 0.25¢. 
According to some refinery sources, however, bids for 
additional government business “might be*lower.” 


Atlantic Coast 


Distillate Prices Off 0.2¢ To 0.6¢ 


Distillate fuel prices declined at eastern points from 
Baltimore to Portland the past week. The cuts ranged 
from 0.2¢ gal. for tank wagon deliveries in New York City 
up to 0.6¢ for tank car lots at Boston, Portland, New 
Haven, and Providence. 

The eastern scene was set for price cuts when damp, 
chilly weather of mid-March failed to attract No. 2 fuel 
orders from resellers. Clean ocean tanker freight rates 
were low, and going lower. And tanker terminal operators 
seemed anxious to reduce their late-season inventories of 
light fuel oils. 

There was, then, extensive “shading” of distillate prices 
when Esso Standard made its New York-to-Portland re- 
ductions on March 24. Following Esso’s move, most east- 
ern sellers reduced their prices 0.5¢ for kerosine, No. 2 
fuel, and Diesel oil in tank car lots at New York harbor, 
and 0.6¢ at points further north on the seaboard. 

At New York harbor, tank car prices for kerosine and 
No. 2 fuel generally were off to 10.5¢ and 9.5¢ for the two 
products, respectively. Barge lots were quoted as low as 
10.2¢ for kerosine at New York harbor, and 9.2¢ for No. 2 
fuel. 

Reductions in light fuel prices at Baltimore and Phila- 
delphia came shortly after those at New York. Following 
cuts by Atlantic Refining, Esso, and other eastern major 
marketers, tank car prices at both Baltimore and Philadel- 
phia were off 0.3¢ gal. to 10.7¢ for kerosine, 9.7¢ for 
No. 2 fuel, and 10.1¢ for Diesel fuel. 

Light residuals declined along with distillates at some 
points. At New York and Baltimore, No. 4 fuel prices were 
quoted 6¢ lower; No. 5 fuel, 4¢. At Boston, some suppliers 
reduced their No. 5 fuel prices 12¢ bbl. to $3.09. 

Prices for gasoline and heavy fuel oils generally were 
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unchanged. Most sources said trading largely was made up 
of regular-customer sales—particularly after the distillate 
cuts dried up “bargain” offerings. 


Chicago District 
Gasoline Prices Down 0.125¢ 


Gasoline prices dipped 0.125¢ in Chicago District last 
week, but despite the reduction both regular and premium 
grades were still subject to some “discounting.” 

Light fuels also were being “discounted” at river ter- 
minals as suppliers sought to keep these products moving 
in a between-season lull. Heavy fuels were steady, but 
suppliers said they were keeping a “close watch” on Mid- 
Continent spot offerings. 

Prices for 84 oct. refined regular-grade gasoline ranged 
from 12.125 to 13.35¢, 90 oct. premium-grade from 13.125 
to 14.85¢, the lower prices prevailing at river terminals. 
Reports indicated that both grades were available to the 
trade at 12¢ and 13¢ in some instances, lower to brokers, 
but the lower prices lacked confirmation. 

Open market demand for light fuels was slow and 
product was available at 0.125 to 0.25¢ below general 
range of quotations. Lack of any appreciable movement 
at “below market” prices, however, kept most suppliers 
from meeting this competition. 

One supplier disclosed purchase of a barge of 43 grav. 
kerosine at 10.1¢, delivered dockside Chicago, for ter- 
minaling. Quotations for range oil ranged from 10.875 
to 11.35¢, FOB Chicago District. 

Open market sales of No. 5 high-sulfur fuel were dis- 
closed at 7.1¢, 7.2¢, 7.3¢ and 7.45¢; quotations ranged 
from 7 to 7.45¢. Locally, heavy fuels were said to be in 
good position, suppliers saying prices would be “quite firm” 
were it not for “outside” offerings. 


Midwestern (Chicago-E. St. Louis Area) 


Trade Watches Gasoline, Residuals 


Gasoline and heavy fuels went through a period of 
“watchful waiting” in Midwest last week. “Significantly,” 
trade sources said, gasoline prices still failed to bow to 
“low” Gulf Coast quotations, and heavy fuels apparently 
had stopped their downward march. 

A note of optimism crept into the gasoline market as 
prices held out one more week against “low” Gulf Coast 
quotations. Regular-grade gasoline still was available at 
Great Lakes Pipe Line terminals at “0.375¢ off” delivered 
quotations. This “discount,” however, has been offered 
nearly all winter. 

It was apparent that No. 6 fuel prices had stopped their 
downward trend at $1, Group 3, to resale agents. In some 
instances, sources said prices for spot offerings had re- 
covered 5¢ and product for resale generally was held by 
suppliers at $1.05 and $1.10. In some instances, suppliers 
said they looked for a reversal of residual’s present soft 
position by midsummer because of trend to increased cok- 
ing operations. Suppliers’ quotations for No. 6 to the trade 
ranged from $1.20 to $1.30. 


Mid-Continent 


Residual Supply Picture Brighter 


Trade sources in the Mid-Continent were a little more 
optimistic about the residual fuel supply and demand pic- 
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OIL MARKETS 





Summary of Gasoline Prices (Mar. 23 through Mar. 29) 





Motor Gasoline 93 Oct. (Premium): 


N. Tex. (Texas & New Mex. shpt.)......... 


W. Tex. (Texas & New Mex. shpt.).. 
. 7 ick Tnsp.) 


Moter Gasoline 90 


W. Tex. (Texas & New Mex. shpt. ~apletapy 


E. Tex. (Truck 
| ng Tnsp.). 


2 W. Tex. (Truck Tnsp.)................ 


Motor Gasoline 84 Oct. (Reg 
Okla.. Group 3 (Okla. sh 
Okla., G 


lar): 


W. Tex. (Texas & New Mex. Pay 


He, SOR: CEO TRIB) ccccivccccccessces 


Motor Gasoline 82 Oct. Moores: 
N. Tex. (Texas & New Mex. shpt.).. 
E. Tex. (Truck Tnsp.) 


Cent. W. Tex. bE aaa 


Motor Gasoline 60 Oct. M & below: 
Okla., Group 8 (Okla. shpt.)............ 
Okla., Group 3 nl Ye shpt.).. 
Midwestern (Group 8 basis) 


N. Tex. (Texas & Rew Mex. shpt.)......... 


W. Tex. (Texas & New Mex. shpt.).. 


TS, Dem, Chvmeer Taage). ko ccccenscccacs seen 


Motor Gasoline 92 Oct. (Premium): 
New York harbor 
New York harbor, barges 
Philadelphia 
Baltimore 

Motor Gasoline = Oct. (Regular): 
New York harbo 
New York Sashes, barges 
Philadelphia 
Philadephia, nanges 
Baltimore. 


Motor Gasoline: 
Western Penna., Bradford-Warren: 
92 Oct. (Prem.) ; 


Western Penna.. Oil City: 


92 Oct. (Prem. ) Ae CASA eSeeceeons wa steaes 


86 Oct. (Regular) 

Western Penna., Pittsburgh: ... 
92 Oct. (Prem. ) 
86 Oct. (Regular) 


Monday 
March 29 


13 .25-14.25 
13.5 
18 5-13.75 


. (4)12 25-18 875 
11.75-18 


- on. 25-11 .875(3) 


76-11. $75(2) 
0 Teil 
11.5-12. ” 


11.5-12.25 
11.5-12.26 


11.5-12.25 
11.5-12 

11.5 

$0.20 ee) 
10 0.625 


10 35-10 0.626 
(2)10.75-11 8 
11 .25- 


11.5 
. (2)l1-11.125 


16.3 
16.4 

(2)16 .4-16 .6 
15 .4-16.1 
18 .45-14.3 


12:75-12.8 
15.5--16 .65 
14.15(2) 


14.75-15 .25 
18 .75-14.15 


15.5 
18.75 


Friday 
March 26 


18 .25-14.25 
18.5 
13 6-18.75 


6988-35-28 088 


Her 
11 25-12. 15 
(2)18-18 .25 
18(2) 
13 


(6)11 .25-11. S160) 
eS. 76-11.3 
0 ,75-11 .3 
1.5-12.7 
1116-12-25 
11 .5-12.25 


11.5-12.25 
11.5-12 
11.5 
10 25-10 .625(8) 
1025-10 .625 
1025-10 625 
(2)10.75-11.8 
11.25-11.5 
(2)11-11..126 
16.3 
15.4 
(2)16 .4-16.6 
15.4-16.1 
18 .45-14.3 


12.75-12.8 
1515-16 .65 
14,15(2) 


14.75-15 .25 
18 .75-14.15 


15.6 
13.75 


Thursday 
March 25 
18 .25-14.25 
183.5 
13 .5-13.75 


(an. e- 875 
165-18 


it. 15-18 
11.625-12.75 

(2)18-13 .25 
18(2) 


on. ooh}. 375 (8) 
1.375(2) 
B11.378 

11 6-12.25 
11 .5-12.25 
11.5-12 
11.5 
10 25-10 .625(3) 


(2)11-11 125 
16. 3 


ans. ‘hue. 6 
4-16.1 


18 .45-14.3 
12-14.2 
12.75-12.8 
1515-16 .65 
14,16(2) 

14 .75-15 .25 


18 .75-14.15 


15.5 
18.75 


Wednesday 
March 24 
18 .25-14.25 
13.5 
13 5-13.75 
(4)12 .25-18 .875 
11.75-13 
11.75-18 
11.625-12.75 
(2)18-18 .25 
13(2) 
13 


(5)11 25-11 .875(8) 
10. 75-11 .375 (2) 
10 .75-11 .375 
11.5-12.7 
11.6-12.25 
11,.5-12.25 


11.5-12.25 
11.5-12 
11.5 


10 .25-10 .625(3) 
r 625 


(2)11-11..126 
16.8 
15.4 

(2)16 4-16 .6 
15.4-16.1 
18.45-14.8 

as. 9-14.6 
13 .8(2) 
12.7-14.1 
12.75-12.8 


15 .15-16 .65 
14.15(2) 


14.75-15 .25 
18.76-14.15 


15.5 
18.75 


Tuesday 
March 23 


13 25-14 .26 

13.5 

13.5-18 .7> 
(4)12 .25-18 .875 

11.75-18 


(6)11. 3. 875 (8) 

10 75-11 .375(2) 
10. et i 375 
-5-12.7 


6 
Hal. 125 
38 
15.4 
-4-16 .6 
15 .4-16.1 
45-14-38 
12-14.2 


12 
-15- 2's 


-15-16 .65 
.15(2) 


- 75-15 .25 
75-14.15 


15.5 
13.75 





ture the past week, although prices remained weak and 
some refiners reported lower quotations. Lubricating oil 
prices, meanwhile, were being “shaded,” according to 
several sources. Status of burning oils and gasoline re- 
mained about normal for late March. 

For most part, trade sources said No. 6 fuel was “look- 
ing up” because a few refiners with especially burdensome 
inventories have been able to move some material either 
north or to Gulf Coast. There was unconfirmed report 
that at least one Oklahoma refiner had contracted to ship 
No. 6 to a large Gulf Coast refiner. 


In addition to this, refiners said they still anticipated 
a pick up in demand from steel mill residual users in April, 
and decline in production of residual is expected during 
next few months because of asphalt season. Installation of 
coking units between now and next fall also is expected 
to help keep residual production down, with one Oklahoma 
refiner already storing in preparation for unit he hopes to 
put in operation by early fall. “I'll take 300,000 bbls. off 
the market between now and October, and about 9,000 
b/d thereafter,” he declared. 


No. 6 fuel at end of week, however, could still be bought 
at $1.00, Group 3 basis, for resale, according to several 
tank car marketers. And, Oklahoma refiners continued to 
quote upward from $1.20, Group 3, to general trade. 

One refiner said quoted prices for conventional bright 
stock and neutral, and solvent bright stock, were being 
“shaded in amounts ranging from 0.5¢ to 2¢ gal.” This 
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refiner reported no changes in his prices, but added “we'll 
have to meet the lower prices if they continue.” 

As for gasoline, most sources said demand was showing 
steady improvement and there was still talk of prices 
strengthening at northern pipe line terminals. What refiners 
termed “low prices” at Gulf Coast, however, had a de- 
pressing effect on tank car gasoline. 

Burning oil trading was fair against contracts. Most 
refiners in Kansas and Oklahoma said their distillate stor- 
age is now in good shape to enter spring and summer 
zasoline season. 


Central Michigan 
Product Prices Remain Steady 


With a few minor exceptions, Central Michigan refiners 
last week said prices for all products were steady. Trading 
was quiet. 

Distillate stocks were in good shape for late March even 
though demand from secondary suppliers virtually was on 
a day-to-day basis. Heavy fuels were steady and inventories 
in balance. 

Inventories of gasoline were high at most plants, but 
with spring demand expected to appear shortly, refiners 
described prices as “quite steady.” Exceptions were some 
“discounts” in amounts up to “0.25¢ off” tank wagon 
prices to both consumers and private brand dealers. It was 
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pointed out, however, that quantities involved in these 
dealings were “not large.” 


Western Penna. 
Light Fuels Quoted Lower 


Distillate fuel prices dipped in Western Penna. the past 
week when one refiner lowered his quotations by 0.3¢. 
Crude scale wax prices continued to firm and two refiners 
advanced their quotations. Prices for all other products 
were generally unchanged. Except for shipments to con- 
tract customers, lubricating oil trading remained slow. 

Resumption of operations at Pennzoil refinery was ex- 
pected to ease the distillate supply situation, refiners said, 
but meanwhile a Pittsburgh district refiner lowered his 
prices for kerosine to 11.5¢, No. 2 fuel to 10.5¢, and Diesel 
fuel to 10.9¢, all down 0.3¢. 

Crude scale wax demand has been good over the winter, 
but since March 1 increased demand has become more 
apparent, refiners said, especially from domestic buyers. 
Two refiners advanced their quotations to 5.1¢ and one 
supplier reported small lot sale at 5.25¢. 

Lubricating oil trading remains at low ebb, some re- 
ports said, although one refiner indicated noticeable pickup 
in inquiry for steam refined stocks. Branded motor oil 
shipments for most part are steady. 

Two refiners cut their prices for 25 pour test bright 
stock 1¢ to 16¢, but range was not affected. 


Midwest Neutral Stocks Increase 


Increased inventories of all lubricating oils, except steam 
refined stock, held by 12 Midwest manufacturers in Janu- 
ary, are reported by Western Petroleum Refiners Assn. 

Sharpest increase was in viscous neutral oils which were 
up 105,231 bbls. to stand at 645,794 bbls. on Jan. 31. In- 
ventories of bright stock rose 17.431 bbls. to 388,014 bbls. 
Paraffin offs increased 25,212 bbls. to 103,707 bbls., and 
blended oils were up 18,514 bbls. to 658,684 bbls. 

Compared with last year, however, and except for 
blended oils, end-of-January inventories were still down 
sharply. Blended oils topped year ago by 119,345 bbls., 
while neutral oils and bright stock were down 181,543 bbls. 
and 187,111 bbls., respectively. 


Mexican Crude Contract Signed 


McBride Oil and Gas Corp., Brownsville, Texas, has 
signed contract to purchase Mexican crude oil from 
Petroleos Mexicanos for its refinery, according to an- 
nouncement by McBride official. 

Crude will be used to supplement domestic crude pur- 
chases when company completes its refinery expansion 
program. Company will import about 4,000 b/d starting 
in May and will up this figure eventually to about 7,500 
b/d. Officials said McBride will not reduce its domestic 
crude purchases. 


Cold March Helps Propane Sales 


Cold weather through most of March gave a boost to 





Crude Oil Prices 


No changes reported in crude oil prices in week 
ended March 27. For complete crude price sched- 
ules, see Pp 50-51 of this issue. 
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NPN Gasoline Index 


(cents per gal.) 
Dealer T.W. Tank Car 
March 29 16.09 12.38 
Month Ago 12.12 12.38 
Year Ago 15.34 11.78 





Dealer index is an average of dealer tank wagon price 
ex tax in 50 cities. 

Tank car index is weighted average of following whole- 
sale markets for regular-grade gasoline, FOB refineries or 
terminals: Okla.; Midwest; W. Penna.; Calif.; N. Y. Har- 
bor; Philadelphia; Jacksonville; Boston and Gulf Coast. 











sales of liquefied petroleum gases, according to Mid-Con- 
tinent producer sources the past week. At the same time, 
weather had not been severe enough to dry up “discount” 
offerings and some “low price” material still was available. 

Spot and contract propane and butane generally were 
quoted at 3¢ gal., Group 3 basis, the past week. On the 
other hand, two offerings of propane were reported at 
2.5¢, Group 3, and some reports said that butane also 
could be found at that price. 

While cold spell in the Midwest gave some impetus to 
trading, trade sources said they expected this buying to 
continue only as long as the weather stayed cold. There 
was virtually no buying for storage, it was said. 


BLS Crude-Products Index Off 0.7% 


Bureau of Labor Statistics’ index for crude oil and petro- 
leum products declined 0.7%, to 113.5, in February with 
index figures lower for all products except kerosine and 
distillate fuels. 

Sharpest February decline was in natural gasoline which 
dipped 7.9% to 71.6. Kerosine was up 5.0%, distillate 
fuels 3.5%. 

At 113.5, February 1954 crude-and-products index was 
down 3.3% from 1953 high of 116.8 reached in July, but 
was 5.6% higher than February 1953 index of 107.9. 

Bureau’s All Commodities index for February 1954 was 
down 0.4% from January, but up 0.9% from February 
last year. 

BLS figures, with petroleum indexes based on Platt’s 
OILGRAM quotations, follow (1947-49 equals 100): 


Change Change 

Feb. vs. Feb. °54 
Feb.” Jan. Feb. Jan. vs. 
1954 1954 1953 1954 Feb. ’53 





Crude. . 120.6 120.6 111.8 + 8.8 


Crude and 

products 113.5 114.22 107.9 —0.7 4 5.6 
Gasoline 117.6 120.3 115.5 —2.7 + 2.1 
Kerosine 117.9 112.9 111.7 +50 + 0.2 
Distillate 

fuels 122.3 118.8 111.1 43.5 +411.2 
Residual 

fuels 97.0 97.7 78.9 —0.7 +418.1 
Lubricating 

oils are 73.3 84.6 —11.3 
Natural 

gasoline 71.6 795 85.5 —7.9 —13.9 
All commod- 

ities ... 110.5(r) 110.9 1096 —0.4 40.9 


(*) Preliminary. (r) Revised. 
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PRICES 


in effect March 29 at Refineries and Terminals 


Gasoline 


OKLA., Group 3 (Okla. shpt.) 
4)12.25-18 875 


Oct. 6)11 25-11 .875(3) 
60 Oct. M 10.25-10.625(3) 


Okla., Group 3 (Northern shpt.) 


2s 


RRR a 2 


11.5-12.25 
11.25-11.5 


sess ¢ 
- 
a 


282283 * 
29833 


WESTERN PENNA. 
Bradford-Warren: 


15. 15-16 .65 
14,15(2) 


14.75-15.25 
13.75-14.15 


15.5 
18.75 


Ohio—Quotations of 8.0. 
Sees pele oO! Ohio for delivery to 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries) 
(3)14.5-14.75/3) 


_ ee (8)18 56-18 .75(2) 
ous 13.25 


Prices herewith are reproduced from Platt’s OJLGRAM Daily Oil 
Price Service, associated with National Petroleum News, whose r 
resentatives in all NPN-OILGRAM offices devote their time exclusively 


to reporting oil industry prices everywhere. 


Prices shown in tables are sales prices or quotations or general offers 
or posted prices by refiners, by pipeline terminal operators, and b 
tanker terminal operators; for current sales and shipments; for the busi- 
ness day or period stated; except Tank Wagon prices, prices are for 
bulk lots such as tank car, truck transport, barge: prices applying to 
barges or cargoes or truck transport lots only, so designated; FOB re- 

rt bbl. where $ si is 

shown; wax and petrolatums in cents per pound, ex all fees and c083 
for crude oil and its products parse produced and transported; re- 
) f ational Petroleum News but not 

guaranteed; fur subscribers’ private use only and not for resale or 


fineries or terminals; in cents per gal., except 


ported as received by O/LGRAM and 
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CALIFORNIA 
Los Angeles Dist.: 


)14.1-18.1 
)13.1-15 .6(2) 


17. 85-18 .6 
15 .85-16.1 


1785-18 .6 
15 .85-16.1 


Range oil 

58 & above D.I. Di 
No. 1 fuel 

No. 2 fuel... 


No. 6 fuel 


OKLA., Group 3 (Northern shpt.) 
GB-44 G.Mo.n ccccccecccccs (6)9 125-9 .5(3) 
es 8 .875-9 25 


No. 6 fuel 


MIDWESTERN (Group 3 basis) 
..+ (8399 125-9.375 


* (6825-8. 


87 
No. 6 fuel. $1. 20-1. 30(2)x 


N. TEX. (Texas & New Mex. shpt.) 
41-43 w.w..... 2.005 ose 

42-44 w.w. . 
58 & above D. 
No. 6 fuel 


9.2-10 
x9 .2-9 875x 
. (219-9 75 
. (2)$1.30-1.75 


W. TEX. (Texas & New Mex. shpt.) 


eT rie (2)9 
58 & above D.I. Diesel... . 

No. 1 fuel 

No. 6 fuel 


CENT. W. TEX. (Truck transport lots) 
48-44 WLW... cnc ccrccscece 9.5 

58 & above D.I. Diesel... . 

No. 2 fuel 

No. 6 fuel 


KANSAS (For Kansas destinations only 


OE WAM sivas + peees x(3)9 .875-10.5 
52 & below D.I. Diesel. ... 9.125-9 875 
568 & above D.I. Diesel. . .. 9125-9 .875 


Service invoice. 


publishing office, 
OILGRAM Price Servi 


ARK, (For shipment to Ark. &,La.) 
A See ee ee 


ractor fuel 
62 & below D.I. Diesel... . 
op Gemere D.L. Diesel. . . . 


10 .9-11.25 
10 .6-11.05 
10.6 
10.5 


11.6-12 
10.9-11.2 
= F11.4-11.85 
(2)10.6-11.1 
© 10.6-11 


CENTRAL MICHIGAN 
(FOB Central Michigan refineries.) 


No. 5 fue 
No. 6 fuel 


OHIO—Quotations of 8.0. Ohio for[delivery to 
Ohio points: 

12.5 

12.8 
No. 2 fuel 11.3 
Diesel (Light & Med.).... 12.3 


CALIFORNIA 

San Joaquin Valley Dist.: 

BED We csc csscevececs 14.4-14.8 
Heavy fuel (PS 400).......  $2.05-2.16 
Light fuel (PS 800) $2.35(2) # 
Diesel fuel (PS 200) 
Stove dist. (PS 100) 18.7-14.8 


San Francisco Dist.: 
40-43 wW.w.... 6. ee eens ai 
Heavy fuel (PS 400) 

Light fuel (PS 300)........ 
Diesel fuel ) 

Stove dist. (PS 100) 


14 3-14.8 


18.7-14.8 


Los Angeles Dist.: 

40-48 W.W... 2-0 ee eees 
Heavy fuel (PS 400) 

Light fuel (PS 300)........ 
Diesel fuel (PS 200) 

Stove dist. (PS 100)..... 


Natural Gasoline 


(Group 3 & Breckenridge prices are to blenders 
on freight basis shown below. Shipments may 
originate in any Mid-Continent manufacturing 
district.) 

FOB GROUP 3 

erade 26-70.........2005 ...%4.5-5 (Quotations) 


FOR BRECKENRIDGE 


Grade 26-70 .-*4-4.5 (Quotations) 


distribution or publication. During period of short supply, some sellers 
and at times all sellers, withhol 
posting of firm prices but give OJLGRAM ¢ 
would quote to the trade in general and which they confine to their 
regular customers only, and such prices appear in the price tables. 
Gasoline ratings are by ASTM Research Method and are minimum 
ratings, except where letter M is used to indicate that octane rating is 
by ASTM Motor Method. For further details of price conditions apply 
to any NPN-OILGRAM office or see 


uotations to new customers or the 
the prices they otherwise 


back of any OJLGRAM Price 


For complete price service delivered daily from nearest OILGRAM 
New York, Chicago n= | 


Houston, address Platt’s 


ce, 330 W. 42nd St., New York 36, N. Y. Annual 
Subscription rate in U. S.: $150 per year, payable in advance. 
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Naphthas & Solvents 


(FOB Group 8) 
12 .876(8) 
12 .876(2) 
12 .875(4) 
11.876(4) 
12 .875(8) 
-. 8. 125-18 876 
. (2)14.125-14 .625 


Pittsburgh: 
Stoddard solvent 


OHIO—Quotations of S.0. Ohio for delivery Ohio 
points: 
V.M.&P. naphtha 
Mineral spirits & stod 
solvent 


KANSAS (For Kans., Dest'n. only) 
Stoddard solvent 


ATLANTIC COAST 
V.M.&P. Mineral 
Naphthe Spirits 


New York Harbor. 18(4) 17(6) 
17.5(4) 16 $8) 


i8.6(4) 


Philadelphia...... 


17. ati 
17 .6(6) 


Petrolatums 


WESTERN PENNA, 
(Bbis., carloads; tank car, 


Lubricating Oils 


WESTERN PENNA, 


Prices are for sales made, 


or offers reliably re 
ported, to job 


bers & compounders only. 


Viscous Neutrals—No. 8 col. Vis. at 70° F. 200 
Vis. (180 at 100°) 420-425 fi. 


iT 5 
(6)16-17 


(2)12-18 .6 

(2)18-15 .5 

(2)14.5-17 
16(3 


MIDCONTINENT LUBES 


FOB Tulsa basis, for domestic tema only 
oe tt Stocks, vis. at 210° Neutrals, vis. at 100°, 








Bright Stock—Coaventional 


Bright Stock—Solvent 
160-160 vis. 0-10 p.p., 
96 wi. 


(316-16. te 
(8 116 25-16 .75(8) 
(3)16 . 76-17 .25(2) 


Cylinder Stocks 
600 s.z., olive green........ 16.6 


GULF COAST—Solvent Refined Lubes. 
From Mid-Continent grade crude. Prices FOB ship 


et Gulf for export. 
Bright Stock—Vie. at 210° 


— vis., 0-10 pour test, 
95 v eee 18 . 75-21. 26 


Canedion Licensee: EMPIRE BRASS MFG. CO, LTD, Toronto, Ontorio 


Neutral Oilse—Vie. at 100; 95 v.i.: 0-10 p.t. 
(2)14 see) 
(2)15-15 .75(3) 
(2)15 5-16.25(8) 
(4)17-17.5 


SOUTH TEXAS LUBES 


(Vis. at 100° F. FOB S. Tex., refineries for deo- 
mestic and/or export shipment.) 


PALE OILS: 


11-12.25(5) 

12.5-13.75(5) 
13 .5-14.25(5) 
14.5-14.75(5) 


RED OTLS: 

Vie. 

100 ae 11-12.25(5) 
200 abs se teenie ee 12.5-13 75(5) 
300 Seievenbtaeet 13 5-14 .20(5) 
500 14.5-14.75(5) 
750 bbocv'ee .. ()15-15.5 

1200 sebssvacescece GED 
2000 seen owen (6)16-17 


oe ong | Street : - 
eirose 76, Mess. | tank installations 











New York 





Marketer of Petroleum Products 


NEW ENGLAND PETROLEUM CORPORATION 


Boston 











HICH... 


“FOLLOU 
protected . 


COURSE DO YOU 


ls your brand oil business un- 


. or do you have the assurance 


of always receiving the highest quality 100% 
Pure Pennsylvania Lubricating Oils... at 


consistently fair prices 
that does not compete against you? 


from a source 
UNITED 


has given its jobber and marketer customers 
full protection for over 50 years 


Write, Wire or Phone for Information 


UNITED REFINING COMPANY, WARREN, PA. 
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PRICES in effect Mar. 29 at Refineries and Terminals—Cont. 


LPG Prices 


(Of refiners, FOB refineries, in cents per gal. 
tank cars or transport trucks) 


Industrial 
Propane 


Commercial 


Propane 
8 
7.75(8) 
3-3.5 


District 


N. Y. Harbor.... 
Philadelphia 
Gulf Coast. 


8 
7.75(8) 
3-3.5 
Toledo 


Wax 


WESTERN PENNA. (T.C., in Bulk) 


White Crude Scale: 
122-124 A.m.p...... 
124-126 A.m.p.... 


SEABOARD 

Melting points are AMP. 3° higher than 
EMP. Prices are for carload lots. Domestic 
prices are FOB refinery; scale in bags or bbls. ; 
fully refined, slabs loose. Export. prices are 
FAS; scale in bags or bbls., fully refined in 
bags or cartons. 


Crude Seale: 
124-126 white. ... 


N.Y. Domestic N. Y. Export 
(2)6.6 (2)6 .56-6 .6(2) 


Fully Refined: 
7.95-8 .45 


4508) 


55 (8) 
05-8 .55(2) 
55(3) 


55 
0.55 


8. 25-8 .45(2) 
et aad 


8.25(2) 
(2)8 .25-8 .55 
8.55 


8. 
8. 
8.5 
8. 
8.5 
(298. 
1 


° -55 
wee 8.55 (2) 
149-51. 3 


Chicago District Prices 


Prices to jobbers & distributors in tank car 
and/or truck transport lots FOB refineries, 
pipe line terminals and inland waterway barge 
terminals. 

Motor Gasoline 


18. 125-14.85 
12.126-18 .35 
Light Fuel Oils 


0 .875-11.35 


No. 2 fuel (3)10- 10. 35 


Heavy Fuel Oils 


No. 5, low sulfur 
No. 5, high sulfur 
No. 6, low sulfur 


(8)7-7 .45 
6.2-6.5 
(4)6-6 .45 


Mexican Bunker Prices 
U. 8. DOLLARS PER BBL. OF 159 LITERS 


Bunker C Diesel 
(Ships Bunkers) 
Mexican Gulf 


$1.95 $3.75 

1.95 enue 

1.95 8.75 
Pacific Coast 

$2.60 $5.65 

4.75 

4.75 


Tampico.... 


Pacific Coast 


(In oll 
Bunk 
Deep Tank Lote) 
San Pedro, Calif... 
San Francisco... . 
Portland, Ore... .. 
Seattle, Wash... 


Diesel 
Fuel 
(P.S. 200) 
$4.20(5) 
4.41(4) 
4.62(4) 
4.62(4) 


(P.S. 400) 
$1.80(5) 
1.85 (4) 
2.10(4) 
2.10(4) 


46 


Atlantic & Gulf Coasts 


Prices are of refiners, FOB their refineries & tanker terminals and of tanker terminal operators 
FOB their terminals. Ships’ bunkers prices are exclusive of lighterage. 


District 


N. Y. Harbor. . 
do barges.... 


Albany 
Baltimore... . 
do barges 


Gasoline 


16.3 


15.4 
16 .7-17.1(8) 
15.4-16.1 


86 Oct. 
eg. 
Gasoline 
13 .45- — 8 


83 Oct. 
Ree. 
Gasoline 


x(2)10.2-10 .4(18)x 
1.3(9) 


Kerosine 
No. 1 Fuel (~) 


x10.5 


No. . Fuel (*) 

(20 x9.5(19 

x(2)9 2 -9 .4(17)x 
10.3(11) 

x10.7(10) x9. 7(11 

x10.6(6 x9 .6(4 





Baton Rouge... 


do barges. 


Charleston. . 


Corpus Christi. 


16 .3-17(2) 
13 .6-15 .25(2) 
13.5 (2) 


13 .5-14.5(6) 
12.6-13 .25 
11.5-12.5 


10.3 9 


x10.6(16) 
11(5) 


x9 .6(16 
10.2(5) 





Houston... . 
do barges. . 
Jacksonville. . 
Miami....... 
Mobile... . 


13 .25-14.25 
(2)18 .25-13.5 
14.4-15.4 


, 14.9 
(2)14.6-15.4 


(2)12.25-12.3 
(2)12-12.3 
= 4(7) 


13.4 
13 .1(3) 


9.125-9 .25 
(2)8 .625-8 .75 
10.65(8) 


To 125- 7 25 
9.75 


10.2(2) 





New Haven.. 
New Orleans 
do barges 

Norfolk 
Pensacola 


14.3(8) 
12.4 
12.3 


12.6-13.2 
18 .2(2) 


x10.5(2) 
(3)10.3-10.4 
10.3 
11.05(7) 
11.1(2) 


x9 .5(11 
9.4(3) 
8.7 
10.05 (6) 
10.2 





Philadelphia. 
do barges 


Pt. Everglades. 


Portland 
Providence 


(3)13.9-14.6 
13 .8(2) 
13 .4(4) 
14.6(4) 
14.5(5) 


x10.7(10 
x10.6(9 
11.8(5) 
x10.7(9) 
x10.6(9 


x9 .7(10 
x9 .6(6) 
10.65(3) 
x9. 7(9) 
x9 .6(9) 





Savannah. 

Tampa. . 

Wilmington, 
N. 


N. Y. Harbor... 
do barges. ... 


Albany 
Baltimore 
do barges. . 


Gas House 
Gas Oils 
* 


(*) No. 4 Fuel 


x9.6 x(10)$3.16-8.72x x$2.73 
x(10)3. a .62x 0 


3.9 


x3 19-3 25 


(2)13 1-13 .4(4) 
12.9-13.3(5) 


12.4-13.85 


No. 5 
Fuel 


x2.7 
x2.76 
x2.70 


Diesel Oil (*) 
Shore Plants 
(50 ect... 55 d.i.) (45 eet., 45 d.i.) Ships’ Bunkers 


x9.9(8 
10.7(4) 
x10.1(5 


11.8(7) 
11.7(8) 


11(7) 


10.65(7) 
10 .55(5) 


10.2(7) 


Light Diese 
Ships’ Bunkers Heavy Diesel 


x$4.08(4 x$3 .75(4) 


x4.16(4 





Baton Rouge... 
do barges... . 


Charleston... 


9.8 


x10(6 )x 
10.3(2) 


74(2) 


12/3) 
30(2) 





Houston 7 
do barges... 


Jacksonville... . 


9(2) 


10.65(6) 
10.65(2) 


70-3. 7415) 
473(5) 
-473(3) 
116 





New Haven.. 
New Orleans 
do barges. . 
Norfolk....... 
Pensacola... 


10.45 


2.42 
2.39 
2.75 


9.904) 
9.7-9. 8 


10. 45(4) 
10.2 


2) .74(8) 
.84(3) 





Philadelphia... . 


do barges 


x9.8 3.23(3) 


Pt. Everglades. 


Portland...... 
Providence. ... 


2.99(6) 


x3 .09(3) 


x10.1(8)x 


10.65(4) 
x10.1(4 
x10(4 


16(4)x 
.473(4) 
(12 





a: 


Wilminzion, 
N. 


N. Y. Harbor.. 
Albany 
Baltimore 


No. 6 Fuel 
No Sulfur 
Guarantee 


. (5)$2. 25-6.280) 
2516) 


2.80 


No. 6 Fuel 
No Sulfur 
Guarantee 
rges 
$2.25(15) 


10.65(5 
10.55(6) 


10.3(2) 


No. 6 Fuel 
Max. 1, % 


Sulfur 


(2)$2.35-2.43 


2.43 


.473(5) 
.429-4 .431(4) 
30(3) 


No. 6 Fuel 

Max. 1, % 
Sulfur 
Barges 

(2)$2 .35-2. 40 


2.40 


$2.25(10) 
2 25 (4) 





Baton Rouge... 


Boston. ... 
Charleston. 
Corpus Christi. 


8 
.82(6) 
.82(2) 
98 


.95(2) 

-29(5) 
2.20(3) 

.95-2.10 





Houston sae 

Jacksonville... 
iami 

Mobile 


98-2 .00 
21(6) 


a 
> 
~ 


.95(11) 
18(6) 
15(3) 
00 





New Haven.... 
New Orleans... 
Norfolk........ 
Pensacola...... 


PO PO] MONO NO | OND | PO Kee 
: - © 


27 
-95(4) 
-23(6) 
30-2 .35 





Philadelphia... 


Pt. Everglades.. 


Portland.... 
Providence. . 


23-2 . 25 (7) 
.18(2) 
32(2) 
.29(5) 


(7) 


28-2 30(3) 


2.44-2.54 


.20-2 .22(6) 
15(3) 


29 
26 (3) 





Savannah. 


23(5) 
.15(4) 


BO bd] £9 po ND NO] C9 ND PO] PO DODD] PON 


20(5) 
13(5) 


*) At Atlantic Coast refineries and terminals south of Maryland, and at Tampa, prices of some 
sellers to bulk commercial consumers are 0.15c higher than prices shown above. 
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Gulf Coast—Cargoes, Domestic & Export, All Ports 


nite, Driom are FOB ship at U. 8. Galt, minke car The gure in parentheses after each price 
indicates the number of companies quoting that price. 

Keros’ne & L'ght Fue's 

41-48 w.w.Kerosine. . x9 .25-9 .5(2)-9 .625(3)-9.75 
No. 2 Fuel.. .. .x8.25(2)-8.5(2)-8 .625(2)-9.75(4) 


Aviation Gasoline (MIL-F-5572) 
Grade 115/145 19 .75(2) 
Grade 100/180............ 18 .25(2) 
Grade 91/96 17 .25(2) 
Jet Fuel (MIL-F-5624a) 

Grade JP-4.... Diesel & Gas Oils 
43-47 Diesel Index 
48-52 Diesel Index 
53-57 Diesel Index 


Motor Gasoline 


95 Oct. Premium 

12-12 .5-12.75-13(2)-13 .25(3)-13.75 
93 Oct. Premium . -11.5-12-12.5(2)-12. 75-13 
90 Oct. Premium 11-11 .5-12.25-12 .375 
87 Oct. Regular x10.2-10 .5-11-11.75(3)-12 
83 Oct. Regular. x9. 75(2)-10.25-10.75-11.25 
79 Oct. . . .x9.5(2)-10-10.375-10.75 
70-72 Oct. Leaded x9 25-9 .75-10-10.5 


Heavy Fue'’—Cargoes 
No. 5 Fuel, 0-16 p.t. 


qunker “C” Fuel...... $1.85(7)-$1 .90-$2 


Middle East Crude Prices 


(Prices are per bbl. of 42 U. S. gals., exclusive of local port or other governmental charges, sales 
taxes, etc., if any; FOB loading port indicated, for gravities shown; 2c per bbl. differential per 
degree of gravity applies for gravities below and above those shown.) 

Persian Gulf 
Crude Company Gravity ice 
Arabian Esso Export 36-36 $ 
Arabian M. E. Crude Sales 34-34 
Arabian Soc.-Vac. Overseas Supply 36-36 
Basrah Esso Export 36-36. 
Iraq Anglo-Iranian 
Iraq Shell Petroleum 
Iraq Soc.-Vac. Overseas Supply 
Kuwait Anglo-Iranian 
Kuwait Gulf Exploration 
Qatar Anglo-Iranian 
Qatar Esso Export 
Qatar Shell Petroleum 39-39 
Qatar Soc.-Vac. Overseas Supply 39-39 


Effective Date 
1-27-53 


Loading Port 
.97 Ras Tanura, Saudi Arabia 
Ras Tanura, Saudi Arabia 7-21-53 
Ras Tanura, Saudi Arabia 7-24-53 
Fao, Iraq 1-27-53 
Fao, Iraq 7-16-53 
Fao, Iraq 7-20-53 
Fao, Iraq 7-24-53 
Mina-al-Ahmadi,‘ Kuwait 7-16-53 
Mina-al-Ahmadi, Kuwait 7-16-53 
Umm Said, Qatar 7-16-53 
Umm Said, Qatar 7-17-53 
Umm Said, Qatar 7-20-53 
Umm Said, Qatar 7-24-53 
Eastern Mediterranean 

Esso Export -86.9 Sidon, Lebanon 1-17-53 
Arabian M. E. Crude Sales 9 Sidon, Lebanon 7-21-53 
Arabian Soc.-Vac. Overseas Supply 9 Sidon, Lebanon 1-24-53 
Iraq Anglo-Iranian 36-36 .9 Tripoli, Lebanon /Banias, Syria 7-16-58 

9 

9 

a) 


Cevowwowoovvowvwo 
DMN M RK RK eRe eRe ee 


Arabian 


Iraq Esso Export Tripoli, Lebanon /Banias, Syria 7-17-63 
Iraq Shell Petroleum 36-36 Tripoli, Lebanon /Banias, Syria 7-20-53 
Iraq Soc.-Vac. Overseas Supply 36-36 Tripoli, Lebanon /Banias, Syria 7-4-53 


po pe pe po Pe PEP 


Venezuelan Crude Prices 


Prices are of Creole Petroleum Corp. for sale and /or purchase of cargo-lot quantities FOB deep- 
water terminals at ports named, and are subject to crude availability and company's requirements ; 
2c per bbl. differential per degree of gravity applies for gravities below and above those shown, 
except for Lagunillas Heavy for which price shown applies regardless of gravity. Price applicable 
for each cargo is that in effect at time vessel tenders for loading. For purchases made in fields, 
prices shown are basis for such purchases with deductions being made for terminaling and pipe 
line services in accordance with published tariffs. Purchases by Creole not subject to contracts with 
Venezuelan government are made at prices established by schedule shown below less le per bbl. 

i Effretive 
Crude Gravity Api $, FOB Date 
Bachaquero. ; i Las Piedras or Amuay June 23, 1953 
Tia Juana Heavy.. Amuay 
Lagunillas Heavy Las Piedras or Amuay 
Tia Juana Medium Amuay 
Tia Juana 102 L.P. Amuay 
Tia Juana Light. Amuay 
Mara ‘ Las Piedras or Amuay 
Cumarebo. 
San Joaquin 
Officina..... 
Mulata... 
Jusepin.. 
Quiriquire 
Tembiador.. . 
Pedernales 


June 23, 1953 
June 23, 1953 
June 23, 1953 


June 28, 1953 
June 23, 19538 
June 23, 1953 
June 23, 1953 
June 23, 1953 
June 23, 1953 
June 23, 1953 
Capure (Pedernales ) Jan. 1, 1954 


wovvvvovwvvve 
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Aviation Gasoline Prices 


(Prices are for tank cars, barges or truck transport lots; aviation gasoline meet specifications 
MIL-F-5572, unless otherwise noted.) 


District Grade 100/130 Grade 91/96 Grade 80 
New York, N. Y.. ‘ .6(2) .6(2) 
Boston, Mass... .. ‘ > 18.2 ; 
Baltimore, Md..... 

Norfolk, Va.. . a 

Charleston, 8. C......... 

New Orleans, La. (Baton Rouge) 

Houston, Texas... 

Toledo, Ohio. . 


Lake Port Terminals 


Buffalo 
92 Oct. Premium...... 17.4 
86 Oct. Regular....... 15.2 Gee be - 
vies * 12.7(5) ease 11.85 11.7 
11.95(3) P 11.75-12 .05 10.85 
ssus (2)11.75-11.9(2) 
11.45(4) pase (2)10. 75-10 .9(2) 
: 8 .65a 8.1(4) 
8 .85(2) * Sa 7.35(4) 


Cleveland Detroit 


Toledo 


11,.45-11.7 
10 .45-10.7 

(2)7.6-7 .6 
7(8) 


(a) Delivered Cleveland. 
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REPUBLIC OIL REFINING CO. 


Refiners of 
ond Petroleum 
Marketers Products 


Main Offices: Refinery, 
Pittsburgh, Pa. . Texas City, Texas 











EXCLUSIVE CUSTOM PACKAGERS 
LUBE O1L —. ANTI-FREEZE — CHEMICALS 
COMPOUNDING BLENDING 


PENN-CENTRAL OIL COMPANY 
20TH & KANSAS AVENUE 
KANSAS CITY 5, KANSAS 





TANK CAR BUYERS 


e 
Uniform High Quality 
DEEP ROCK OIL CORPORATION 


P.O. BOX 105 PHON 
TULSA, OKLA 





ag telat) Mote) tse) 7 wile) 
INDEPENDENT MARKETERS 


Maine to South Carolina 
630 FIFTH AVENUE, NEW YORK 20, N.Y 





PATENT CHEMICALS 


Poterson 4, New Jerse 














This Is Your 
Market Place! 


Write today for Advertising 
Space Retes. 


NATIONAL PETROLEUM NEWS 
330 West 42nd Street 
New York 36, N. Y. 











PRICES in effect March 29—Tank Wagon 


Prices for gasoline do not incl 


include 
inspection fees as shown in next column. Gasoline taxes, shown in separate 
column, include 2c federal, and state taxes; also city and county taxes 
prices also do not include 
taxes; kerosine taxes where levied are indicated in footnotes. Discounts, 1/20c; N. C. 1/4c; N. D. 
éf any, are shown in footnotes. These prices in effect March 29, 1954, 
as posted by principal marketing companies at thew headquarters’ ‘offices, 

correction. 


as indicated im footnotes. Kerosine tank wagon 


but subject to later 


Atlantic — 
Refining ((Regulay Grade) 
tw. Tw. : Taxes T.W. 


x14.7 


WowHmomme: *: 
2 2 F AMCRIOMwMARADREeD Bw O BDHDNDOMDDDE 


14. 


cco © & & SeeeeoocoseoseS oc © ©: Sooseooe 


rites V 


Mineral $ -&P. 
Ww. 
0 
0 


.M 

° T. 
5 20 
23 


—l 
Bs PCS © ® © AAMQAaQanteraa am 3a 2 ARIAAAAAA 


Heavy Fuel Oile—T.W 


Philadelphia, Pa. 
Notes: 


Premium-grade gasoline t.w. 
regular, except Georgia and F! 

Kerosine-Thru Pa. & Del., add 1 ¢ per gal. 
for t.w. deliveries of less than 100 gal. at one 
time. Camden—Add » for deliveries of 100-299 
@als., 2c for less 100 gals. 

Mineral Spirits prices phy apply to Stoddard 

ven 

Effective dates: “March 18, "March 22, *March 
23, xMarch 25. 


Cont’] (N. 8. Prices are Continental’s tank- 
wagon prices. Current selling prices 

Oil may vary from those shown because 
of 1 conditions.) 


Cenoco Demand 

N-tane (3rd Gaso- 
(regular) Grote) line 
Tank ance tw. 


No. 6 
6.36 


ry 2.5¢ above 


noe 


DROBO BDBBADwmwmwwwn 
aanmoamoooooooooo 


Fe 
Muskogee, Okla.. 
Oklahoma City. . 
Tulsa 


é Sete cencereeul 


Gasoline tax column includes these city tax- 
es: Albuquerque & Roswell, 0.5c; Santa Fe, ic; 
anes. le; Casper, le. 

nm 

Salt Lake City and Twin Falls gasoline and 
kerosine prices apply for deliveries of less than 
200 gals.; 200-399 gals., deduct 0.5¢; 400 gals. 
and over, deduct lc. 


Notes: 


T. W. prices are to consumers and dealers. 
Premium-grade gasoline t.w. prices 2.8¢ 
above regular. 
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ude taxes; they do, however, 


CHEVRON 


— ae, 


bars 
15.6 


Standard of , 
California 


~ 

3 

. 
oO 
n 


WOMWOCARMRHAAMOE 





} 
Honolulu, T. =. 
Fairbanks, Alaska 
Juneau.... 


oe ee ee 


a8 

DOAMRDABAAMWDN 
OID OWWOI3IIMODw 
ovoouaamonoooo 


eguersreereses Ps 
00 OF H3 WO 00 0 et et C0 we 


- 
° 


Standard 
andard Stove 
Serquine Fuel Furnace 
T.F. TE. GOUT. Fee 
gee. Coe) ry = taxes 
.” on 12.7 4 
15.6 
17.3 


Standard 
Diesel St 


= 
@ 
o 





Honolulu... . 
Fairbanks 


wat CO at bt Dt et et 
SANCAK AHH aA 


Taxes: 

Boise—8c gas tax applies to motor fuel only ; 
avgas taxes are 2c federal, 2.5c state. 

Salt Lake—7c gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 4c state. 

Honolulu—8.5¢ gas tax 5 copes + to motor fuel 
only; avgas taxes are ederal, 3.5¢ terri- 
torial. Standard Diesel/furnace oil price is ex 
le territorial liquid fuels tax. All T.T. prices 
are ex Hawaiian gross income tax of 1% to 
resellers, 2.5% to consumers. 


Notes: 


Gasoline—For other deliveries of Chevro 
(Regular) and Chevron Aviation ont. add t to 
400-gals.-and-over price 1.0¢ for 40-199 
0.5¢ for 200-399 ok except for deliveries to 
Marine trade in Alaska (excluding Chevron 
Aviation 80/87) where 0.5c differential applies 
to 40-399 gal. delivery; for less than 40 gals. 
add 5.0c gal.; except at Honolulu add 5.0c for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap- 
ply to all quantities in excess of 40 gals. 
Prices for Chevron Supreme (Premium) are 
2.2c gal. higher, except at Boise, and Salt 
Lake, which are 2.0¢ gal. higher—than Chev- 
ron (Regular) for quant’ delivered. For less 
than 40 gal. deliveries, add 5.0c gal. to 400- 
gals.-and-over price, except at Honolulu, add 
5.0c gal. for less than 40 gals. (Marine) and 
less than 100 gals. Shoreside). Add to Ch 
ron Aviation 80/87 quantity delivered prices, 
oo a 91/98, 5.0¢ for 100/130 and 8.0¢ for 
11 45. 

Kerosine—T.T. prices, except at Salt Lake 
City, apply to deliveries of 400 gals. & over. 
For other deliveries: less than 40 gals., add 
8c; 200-399 gals., add 1c; 40-199 gals., add 4c; 
tank car/truck trailer; deduct 1.5c. Salt Lake 
City posted tank price is for minimum 
40 gal. deliveries. 

Standard Diesel/Furnace Oi] & Standard 
Stove Oil—T.T. prices are for deliveries of 400 
gals. or more. For other deliveries: 40-199 
gals., add ic; Fs aa gals., add 0.5c:; less 
than 40 gals., ad 

*Standard No. - , Oil. 


Humble 

Humble Gasoline Gaso- Kerosine 

Oil Regular line Tank Re- 
T.W. Retail Taxes Wagon tail 

Dallas, _ 14.8 ° , 18.8 17.5 

oe d 18.8 17.6 
1 . J 18.8 17.5 

San As Antonio. 15.0 x 18.8 17.5 


Notes: 
T.W. prices are to all classes of dealers and 


consumers. 
Premium-grade gasoline t.w. prices 2c above 
regular. 


Inspection fees per 
unless otherwise speci 
Ala. 1/40c on gasoline; Ark. 1/20c; Fi. 1/8c; IIL 3/100c; Ind. 2/25¢; 
Kone. 1/100c; La. 1 1/32¢; 5/ 200c; 


-» included in both gasoline and kerosine prices 
, are as follows 


Mo. 1/283 Neb. 2/106c; a. 
; Okla. 2/25¢; S. C. 1/8¢; S. D. 1 


Tenn. 2/5c; and h dag’ 3/1000" 
Kerosine inspection fees only: Ala. 1/2c; Iowa 1/50c; Mich. 1/5e. 


Esso Gasoline 
(Regular Grade) 
Gasoline 
Dir. 
os Taxes 


Standard 


Atlantic City, N. J.. 
Newark 


Ri 
. 
a 
‘4 


AAAA RAR AHSSAADHKAAAAAAAAAAHAAHAAAHAAHac: 





: waaweonneansnene: ~ ong 


—PADwDrAoowOIAMAACOHWRNODAIRAOROWNADMH eS 
OOOOGOOOOOOOO OOOO WO OO ~3-2-3-1 9H WOW INHMVAH 
Hecescccooooooosoossosoosooososces 


. es @.6:°6 & 6 ° . . 
a a 
a 
AMSGAGOGOCHGALAlLACOVSFNog Ie 0F [<} 


a 
a 
tw 
ex2eeceasecee - 


Naphthas T.W..& Steel Bble. 
Min. Spirits V.M.aP. 
18.0 19 6 


vont. ~~ oe 
.1 No. 2° No. 4 No. @ 
Atlantic City, N. J. Mt 18 dias can 
N . 14.4 + 
Washington, D. 
Norfolk, Va. 
Danville 





9 00 co 
DROWN CARAROHONMAWOM 


Taxes: Louisiana kerosine prices do not include 
le state tax. 

Notes: Kerosine No. 1—Atlantic City prices are 
for deliveries of 300 gals. or more; - le for 
100-299 gals. 2c for less than 100 gals. 

No. 6—Washington price is for te. ‘delivery 
of oy =f +} for min. delivery of 2,500 gals. 
price is $2.83 per bbl. 

hem gasoline t.w. prices 2.5¢ 
above rerula 


Effective dates: ®March 24, xMarch 25. 


Im rial (Prices are per impertel al. ; 
or arrive at price per to 
Oil subtract 1/6th.) 
(Esso Gasoline 
Regular Grade) Kero« 
Dealer Gasoline sine 


Mont: 
Toronto, Ont... 
Hamilton, Ont.. 


SBRBRRSSSLSS 
‘ow mn 000 ewes enonenoie le 
cooooosooooooo 
LRLVELREKKSLKKA 
CoaHvnane-nnrnng 


Vancouver, B. 


Taxes: Gasoline taxes are provincial taxes. 
Notes: Premium-grade gasoline t.w. prices 2¢ 
above sepeine. 

*Price is for Premium-grade. 
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PRICES in effect March 29-Tank Wagon-Cont. 


Socony Vacuum 


ont nnd. Grade Mobilgas (Regular Grad Mobilh 
rade Grade ) K eat 
asoline 80 91 100 «=Cons. So "Dir (No. 2 Fuel 
Taxes T.W. T.W. T.W. T.C. 


<. Yard Ww 


x13. 
x13 
x13 


Mobilfuel 
G 1 


Mobil Kerosine Diese 
Tc. T.W. 


° s. 
TC. T.W. T.W. T.C. Yard T.W. 


x14.5 
x14.7 
x14.5 
x14.5 
x14.7 


x10.0 


aS were OOw- On- 


24°38 a 
oot i6.6 

247i 16.2 
en ‘a4 
i6.8 


Plattsburg 
Rochester 


6 
6 
6 
6 
6 
6 
6 
6 
6 
6 
6 


Mero: Sraasatom O - 


- 
oe ROTH AI 
> MuSwaermaw wo 


6 
6 
6 


> ten! 





i6 2 
15.5 
15.7 


ee tt et et 
Ccoroo: Onwee 
oO 


: WeOMe: 


Lancaster... 
Manchester........ 
Portsmouth. &- 
Providence, R. I.. 
Burlington, Vt 
Rutland 


Tank Wagon Prices 
Mineral Spirits 


i6.4 
" i6.8 
1 ps 


o 
ecoococoocoos ooo osoooooSSOooSOCSO 
Pete Pel tt fet tl et 


2 Se 
14.5 : 
.6 6 
0 
Hartford 
20.0 
21.6 


‘6 12.6 
a we 


Peet er ttt ett et 
Ceaceoornwae. Bnorunoewve wwe 


wrwoaweounouwes! 


Buffalo Rochester Syracuse Boston 
19.6 20.5 22.0 19.0 


21.5 19.5 22.6 23.6 20.5 
Taxes: N.Y.C. prices are ex 3% city sales tax, Syracuse prices ex 2% city sales tax, applicable to price of gasoline (ex tax). 
Discounts: Mobile Kerosine—New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5c for deliveries of 300 gals. or more. 
Mobilfuel Diesel—All points, tank wagon less 0.5c for deliveries of 800 gals. or more. 
Mobilheat—New York City (all boroughs) and Mt. Vernon, tank wagon less 0.5¢ for deliveries of 300 gal. or more. 
Notes: Jamestown T. C. prices are delivered prices, all other T.C. prices are FOB bulk terminals. 
Effective dates: *March 11, “March 13, xMarch 25, "Correct for March 22 also. 


Providence 
9 


21.5 


h Sohio X-Tane Gasoline 

Ohio Standard -Cons.T.W. (Regular Grade) Naphtha & Solvents—Cons. T.W. 
Sehio Sohio Con- R S.R. D.C. V.M.&P. Sohio 
Avia. Avia. sumer Sol Naph- Naph- Sol- 
100 T.W. tha tha vent 


18.4 
19. 
19. 
19 
18. 
19. 
19 
19 
19. 
19. 
19. 
19 
19 


gasoline less 4c per gal. State Road Tax by supporting 


Aviation Gas. 
io 


Varno- 


Gasoline ‘Avia. 
80 lene 


Kerosine No.1! 
axes . Soh 


T.W 


.) 
— 
= 
D 


wewvceecccce 
8 


a) 
oo 


Cincinnati... .. 
Cleveland. ... 





area Taga aaa a 
coocooooooooe 
eevereeeereey 
00 00 G0 00 G0 00 G0 Ge + 00 G0 G0 
20 Go 00 ce ce co co co & 00 00% 
SSSSSSSasss 
MANN M MN NEN 
BESEEEEEEEEEE 
cooooeooocoooo 
SELLS SLEESSSS 
cooooooooeof=o 
SERSEEEEEREE 
coocoooooooooo 
SUNRRERSENNN 
cooooooooooo 
wat 
waa aaa 
3a aa aa aaa 


Taxes: Hangar operators can purchase aviation 
A-10 to supplier. 

Discounts: Sohio Aviation—on contract to hangar operators and resellers, 2c off consumer t.w. 

Notes: Kerosine, Nos. 1 and 2 Fuels—Prices are for 100 gals. or more, 50 to 99 gals. add le per gal., 1-49 gals. add 2c per gal. 
ay 2 EE w. and drum prices are for deliveries of 500 gals. or more. For other deliveries: 150-499 gals. add 2c; less than 150 
gals., a b 


an nag sara gasoline t.w. prices 2c above regular; third-grade prices same as regular unless otherwise noted ; 8.8. prices are at company operated 
stations. 


x) 
- 
oy 


purchase with State Tax Exemption Form 


Indiana Standard 
Tank wagon prices listed below were obtained by NPN correspondents who visited Standard 
of Indiana bulk plants where the company’s prices are publicly posted. 
Red Crown Stanolex Furnace Oil 
(Reg. Grade) Gaso- Kero- 100- 100- 175- 350 
fons. Dir. line sine 175 349 B49 als. 
gals. gals. a over 


Kentucky 
Standard 


100 850 
1-99 als. Is. 
T.W. Taxes T.W. gals. over gals. over 
Chicago, Ill gcbe 


1 
South Bend, Ind..... 


i2.8* 


Huron, 8. ppt 
Milwaukee, Wisc..... 


4 
WA WN mwa wD * 
AIYWAIRMWIAWMWAAI 
coocoocomeo 


mt OS~3 e000 


urg 
Birmingham, Ala.. 


-- 


Th. 

d St lex 
Heater Oil Furnace Oil 

ol ere a 


100-149 gals. 
150 gals. & over 


400 gals. & over 


Fuel Oils—T.W.—Chicago, Fire-Chief Gasoline 

Standard (Regular Grade) Kerosine 
Dealer Gasoline Dealer 
15.8 T.W. Taxes 


Dallas, Tex... .. .0 
Worth 





weScernmawmSsoovoovce 


AAD = 

CORR HRA waanweaonwoner 
coooocoesoosooooooo 
RARAnwsnwaoaanawern & 


14.3 
13.8 


a 


Gasoline tax column includes these city & 
county taxes: Mobile, 2c city; Birmingham, Ic 
county; Montgomery, lc city & lic county; 
Pensacola, le city. Other taxes not included in 
prices: Georgia, kerosine, 1c; Montgomery, 
kerosine, lc; Mississippi, kerosine 0.5c. 


Stanolex 
Fuel 


9.0 
8.25 


Stanolex 
ue 


AONCCOHROSCOHH 
AMMAAARABABAH 
ecoooooooo°o 
(00 00 09 60 60 60 69 c0 09 09 09 00 


Taxes: St. Louis, Mo., gasoline tax includes 1c 0 


tity tax. Des Moines, Ia., kerosine and furnace 
oil prices do not include 4c state tax. State 
sales, occupation, consumer & use taxes to be 
added where applicable. 

*“Temporary” price. 


Notes: Dealer t.w. prices apply also to all 
classes of consumers with minimum delivery 
of 50 gals. 

Premium-grade gasoline t.w. prices 2c above 
regular. 
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Notes: 


Premium-grade gasoline t.w. prices 2c above 
recular. 
Cons. t.w. prices same as net dealer prices. 
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CRUDE OJL PRICES—in $ per bbi. of 42 U. S. gals. at the well, except Canadian prices as noted. 
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Prices in fields east of California were ef- 
fective as of 7 a.m., June 15, 1953, except as 
noted. Prices are shown by states and by gen- 
eral areas in most Details of fields 
where each company posts and ex to 
gravity schedules as shown above be fur- 
nished on est to NPN. Scattered fields on 
gravity schedule as well as fields for which 
fiat prices are posted are , in the Flat 

ice Section. 


GRAVITY SCHEDULES 
ARKANSAS—Sweet Crude 

_— A: Arkansas Fuel, Esso, Gulf, Mag- 
nolia. 


ARKANSAS—Sour & Other 
Schedule M: Ark. 


COLORADO—Sweet C 
Schedule A: pe Be Phillips, Pure, Sin- 
clair, Texaco. 


Karsas—All fields 

Schedule A: Carter, Cit Service, Con- 
tinental, Gulf, Phillips, bang Shell, ‘Sinclair, 
Stanolind, Texaco. 


LOUISIAN A—Central 
Catahoula Lake & Other Fields: 
Schedule N: Esso 
Hemphill & Other Fields: 
Schedule O: Esso, Gulf, Stanolind. 
Olla & Other Fields: 
Schedule P: Ark. Fuel, Esso. 


LOUISIAN A—Coasta 
Edgerly & Other Piside: 
Schedule F: Gulf. 
Eunice & Other Fields: 
e Schedule E (24-29 gravity): Cities Service, 
jun. 


ang yp 
Delh - Fields : 
Esso, Stanolind, Sun. 
Fields: 


‘San 
Schedule O: Esso. 


LOUISIAN A—North 
Athens-Pettit & Other Fields: 
Schedule M: Esso, Gulf. 
Caddo, Homer & Other Fields: 
Schedule A: Ark. Fuel, Esso, 
nolia, Stanolind. 


LOUISIANA—South 
Schedule P: Cities Service, Continental, Esso, 

Gulf, Magnolia, Pure, Shell, Stanolind, Sun, 
exaco. 


MISSISSIPPI—Eucutta & Other Fields 
Schedule Q: Esso, Gulf. 


Crudes 
Fuel, Esso, Ohio Oil. 


Gulf, Mag- 


MISSISSIPPI—Fayette & Other Fields 
Schedule O: Esso, Pure. 


MISSISSIPPI—Overton & Other Fields 
Schedule N: Ezso. 
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MONTANA—Sweet Crude 
Schedule A: Carter, Phillips, Ohio Oil, Stano- 
lind, Texaco. 


MONTANA—Sour Cru 
Schedule R: Carter, , SOE 
Stanolind. 


NEBRASKA—AIl fields 
Schedule A: Pure, Sinclair. 


NEW MEXICO—Intermediate one 
Schedule D: Atlantic, Cities Servieg, Gee 

tinental, Gulf, Humble, Magnolia, illips, 

Pure, Shell, Sinclair, Stanolind, Texaco. 


NEW MEXICO—Sour Crude 

Schedule C: Atlantic, Cities Service, 
tinental, Gulf, Humble, Magnolia, Shell, 
clair, Stanolind, Texaco. 


OKLAHOMA—All fields 

Schedule A: Carter, Cities Service, 
tinental, Gulf, Magnolia, Phillips, Pure, Shall, 
Sinclair, Stanolind, Texaco. 


TEXAS—East Texas Field 

$2.90 Flat Price: Ark. Fuel, Atlantic, Cities 
Service, Gulf, Humble, Magnolia, Ohio Oil, Pan 
American, Phillips, Shell, Sinclair, Stanolind, 
Sun, Texaco. 


TEXAS—East Central 
Schedule B: Humble, Sinclair. 


TEXAS—Gulf Coast 

Aldine & Other Fields: 

2 - ee P: Pan American, Phillips, Stano- 
nd 

Anahuac & Other 
Schedule F: 

Magnolia, Pan American, Phillips, re, 

— Shell, Sinclair, Sun, Texaco. 


reola er Fields: 
Schedule J: Atlantic, Phillips, Pure, Sinclair, 


& Other Low Cold Test Fields: 
E (24-30 Gravity): Humble, Pan 
——— rs Texaco. 


Schedule E (20-40 Gravity): Atlantic, Gulf, 
Humble, Pan American, Stanolind. 


TEXAS—North, North Central 
Schedule A: Continental, Gulf, Magnolia, 
Sinclair, Stanolind, Texaco. 


TEXAS—Northeast 
(Asphalt Crudes) 
Cayuga & Other Fields: 
Schedule K: Pan American. 
Taleo & Other Fi 
Schedule L: Humble, Texaco. 


TEX AS—Panhandle 
edule A: Gulf, Humble, Magnolia, Phil- 
lips, Texaco. 


TEXAS—Southwest 
Bianconia & Other Fields 

Schedule I: Cities Gasvles; Continental, Hum- 
ble, Pure, Stanolind, Sun. 


Ohio Oil, 


Con- 
Sin- 


Fiel 
Cities Te ae Gulf, 4 


NATIONAL 


Kelsey & Cer Fields : 
Schedule H: Humble, Sun. 

Mirando & Other Crudes 

Schedule G (24-29 Gravity) : Humble, Mag- 
nolia, + “7 Texaco. 
Refugio & Other Crudes 

Schedule G 30-40 Gravity) : Atlantic, Cities 
| Humble, Phillips, Republic, Sinclair, 
un. 


TEXAS—West Central 
Schedule A: Humble, Magnolia, Stanolind, 
Texaco. 


TEXAS—West Texas Sweet 

Schedule A: Atlantic, Cities Service, Gulf, 
Humble, Magnolia, Phillips, Pure, Shell, Sin- 
clair, Stanolind, Texaco. 


TEXAS—West Texas Intermediate 

Schedule D: Atlantic, Cities Service, Gulf, 
Humble, Magnolia, Phillips, Pure, Shell, Sin- 
clair, Stanolind, Texaco. 


TEXAS—Weat Texas Sour 

Schedule C: Atlantic, ‘Cities Service, Gulf, 
Humble, Magnolia, Ohio Oil, Phillips, Pure, 
Shell, Sinclair, Stanolind, Texaco. 


WYOMING—Sweet Crude 
a J A: Carter, Continental, Ohio Oil, 
‘ure, x eae lind 


WYOMING—Sour Crude 
a, R: Carter, Continental, Ohio Oil, 
ure, ei L Sta Tt? A 











FLAT PRICES 
(Listings also include some fields on gravity 


edules) 
meee aon <a 


Li +, A + 


(Ess 
Sandstone Condensate 1} 
Smackover (Ark 





ILLINOIS 
Eastern Illinois end Oil) le below. Schedule J 
(Ashland, Cities Service, 
, Magnolia, Ohio On, 


rter) 
Plymouth (Ohio Oil) ............ 


INDIANA 
Indiana Basin (Ashland, Pure) 3.02 
Western Indiana (Ohio Oil) lc below.Schedule J 


KENTUCKY 
Butler Co. Area (Owensboro-Ashland) . 
Owensboro Area (Ashland) 
Ragland Grade (Ashland) ........... 
Somerset Grade (Ashland) 
LOUISIANA 

(Republic) 


Bayou Pigeon 
oy (Continental) 
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(Ark... Fuel) 
Ville Platte (Continental) 


MICHIGAN 
(Only lowest and h 
=——— are shown 


hest postings of 





= Pipe Line: 


Leonard Pipe Line eoaeeey s 
Clare City 
F & other fields 
Pure: 
Adams & Deep River 
Coldwater & her | fields 
Simrall : 


Montmorency ‘ 
Barryton-Sun Denslow 


(Esso) 
Guineilie (Esso) 
Pickens crude (Carter) 





MONTANA 


Cat Creek (Continental) 
Darling 


( ) 
Pondera (Phillips) 


OHIO 


Cleveland & other Sette oe On.. 
Corning (Seep, 6-16-53) . 
Lima (8.0. Ohio) 


PENNSYLVANIA—Penn. 
(Jan. 1, 1954) 


| — aga {e) 
. re, J 
Middle” Penn. yy By , 


Southwest Penn. District 
Zanesville, Ohio (Ashland) 


TEXAS 
Agua Dulce [paae 
Atlee (epete ic) ae. . 
te (Sheil) “- 
em Bee ma (Pan American) 


Chapel Hill: 
Condensate (Sinclair) 
Crude (Sinclair) 
Be above .. 


Charlotte (Humble) 

Clay Creek (Sun) 

Conroe (Humble, Sun, Texaco) 
Darst Creek (Humble, Magnetia, 

Texaco) ..... oe 2.7 
Pearsall (Humble) 5e below .. ‘Schedule c 
itman-Paluxy (Pan American) .. 2.7 
‘omball (Humble, Magnolia, Ganetind) it 


Van (Humble, Pure) .. 
Willamar (Pan American) 








WYOMING 


Beaver Creek (Stanolind) 
Big Sand Draw Condensate 
Byron (Ohio Oil, Stanolind) édabdgess 
Garland (Ohio Oil, Staacting) sawet en 
Hidden Dome (Ohio Oil secs 
North Sand Draw (Sinclair) . hed 
Oregon Basin (Ohio Oil, Stanolind, 

aco) 
Riverton Dome (Stanolind) 
Werts (Sinclair) .....0....ceceee- Schedule 


CANADIAN FIELDS 


(Postings of Imperial Oil Ltd. Prices are in 
Canadian dollars per bbl. of 85 Imp. 
effective July 21, 1953, except as 


Acheson/Stony Plain D-2, D-S ...... 
Acheson/Stony Plain D. oesced 
=e apes Vales 

Armisie L.C. . * 

Big Valley D-2, D-3 . 

Bothwell (5-1-52) 

Daly, Mississippian (1- 14-64) 
Duhamel D-2, D-3 


» . 
Golden Spike D-2, D-3 
Joseph Lake Viking 
Leduc-Woodbend D-2, vend hess: 
Malmo D-2, L.C. 
Malmo D-3 
New , ae D-2 
New Norwa 
oil Ma my 
Petrolia 


90 90 90 00 90 90 00 00 99 90 00 90 90 90 90 000090 
essseress S25 


tankage, begi ith 
$3.085 with 2c differential 
gravity to 64 & over at $3.706 





CALIFORNIA 


S. O. California prices effective Feb. 16, 1953. All gravities above those quoted take highest price offered for the field specified. 


SCHEDULE 1 3 4 
Gravity 


ce oe 
: SS keels 
. SSRe-k + © « Ome 


* 22ner 
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—and NPN sells TBA — 


With every tick of the clock, motorists buy ap- 
proximately $95.00 worth of tires, batteries and 
accessories from the oil industry. That amounts 
to $5700 a minute, $8,208,000 a day, three 
billion dollars worth a year! 


As each second ticks, another tire is sold. 
Every two seconds, it’s a new battery. Since you 
started to read this ad, 200 motorists have 
bought other accessories, too, at their neighbor- 
hood service stations. 


Can you hear those cash registers chiming a 
chorus of sales? Whose tires, whose batteries, 
whose accessories are being sold—YOURS? 
Are you getting your share of this oil company 
TBA* business? Know how to get it? Where to 
start? Whom to see? 


There is a particularly effective method of 
soliciting this business; an inside track to the oil 
jobbers and major oil company marketing men 
who decide what TBA items shall be sold. It’s 
advertising in National Petroleum News. 


National Petroleum News reaches market- 
ing management men in oil jobber organizations 
and major oil companies—the men who direct 
the packaging, storage, transportation and sales 
of petroleum products, PLUS the purchase and 
resale of tires, batteries and accessories. 


If you want TBA business, the first logical 
step is an advertising campaign in National 


Petroleum News. 


*TBA is the oil industry’s designation for tires, batteries and accessories. 


NATIONAL PETROLEUM NEWS 


A McGRAW- HILL PUBLICATION 


Publishers of the 


Annual TBA Directory 


& Buyer’s Guide 


Member of Associated Business Publications 
and Audit Bureau of Circulations 


Publication offices: 330 West 42nd St., New York 36, N. Y. 
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UNDISPLAYED RATE 
$1.50 a line. Minimum 3 lines. Te figure od- 
vonce payment ceunt 5 average words os o 
fine. (See 7 on Box Numbers.) 
POSITION WANTED. Undisplayed rate is one 
half of above rate, payable in advance. 
PROPOSALS, $1.50 cents a line an insertion. 





CLASSIFIED 


INFORMATION: 
BOX NUMBERS count one additional line in 
undisplayed ads. 
DISCOUNT OF 10% if full payment is mode 
in advance for four consecutive insertions of 
undisplayed ads (not including proposals). 


DISPLAYED RATE 
The advertising rate is $14.50 per inch fer off 
odvertising appecring on other thon @ con- 
tract basis. Contract rates quoted en request. 
AN ADVERTISING INCH is meosured % inch 
vertically on one column, 3 columns—30 inches 
—to a page. 


Send NEW ADVERTISEMENTS to Classified Advertising Division, NATIONAL PETROLEUM NEWS, 330 W. 42nd St., N. Y. 36, N. Y. 
SECTION CLOSES each Wednesday, one week preceding date of issue. 














REPLIES (Box No.): Address to office nearest you 
NEW YORK: sf W. 42nd St. (36) 
a pe $ 520 N. Michigan Ave. (11) 
AN FRANCISCO: 68 Post St. (4) 





DISTRIBUTORS WANTED 








())VeMPUOWMENT 


————_ Seliling Opportunity Offered 


Major oil company wants LPG salesmen for Mid- 
West, Oklahoma, Texas. Prefer college grads. 
with some sales experience. Give complete data 
including salary oa hoto if available. SW-2227, 
National Petroleum News. 


1 EQUIPM NT-used-supis | 

















for Virginia, North Caro- 
fon mally Carolina and Ohio for distribu- 
tion of a full line of lubricating oils avail- 
able in drums and cans, plus a complete 
offering of Gear Oils and Greases. 

These four territories are open for aggressive 
established distributors experienced in sales 
to Motor Car Dealers, Motor Truck ond Bus 
operators, Farm Equipment, etc. If qualified, 
protected territorial rights will be arranged. 
Details in full please. 


RW2101 National Petroleum News 
330 W. 42 St., New York 36, N. Y. 








FOR SALE 


SINGLE nt TANK, TRAILER, 12-2500 te 
un reuhauf, Stendards, Butters, 
Troilmobite, 1 te 5 Priced from 
$850.00 to’ $1750.00. 


TANDEM AXLE TANK TRAILER, 32-4500 te 
7500 gallon units. Freuhouf, Stonderds, Fraziers, 
Trailmobile, 1 to 6 comportments, Priced from 
$1750.00 to $5250.00. 


TANDEM AXLE ASPHALT UNITS, 9-3600 te 
5500 gallon units. Insulated, steam coils, or 
burners, Priced from $1750.00 te $5500.00. 


WE TRADE, FINANCE, DELIVER. PICTURES & 
DATA ON REQUEST. 


Buy from BRUCE E. HACKETT co. 
621 West 58 S Kansos City, Me. 
” Hilond 1385 











Wanted 














For Sale ———— 
For Sale, 1947 Federal Fuel Oi & Gasoline ‘Truck, 
1050 gallon, 3 compt., Heil Tank, Brodie Printing 
Meter, Pumps, Electric Reel, Fully equipped. Pic- 
tures. $1275.00. Petro Products, i oA Hawley 
Rd., Milwaukee 8, Wis. 


New 20,000 gal 106” x 31’ 5/16 inch thick 
tank. $1375,00° 2 at Springfield, Mo. Lestan Corp., 
Rosemont, Pa. 








3—20,000 galion tanks 5/8 inch thick riveted 
construction, condition like new, Blue Ridge Fuel 
Corporation, 1400 Moreland Avenue, Baltimore 
16, Maryland 





= Wanted ———— = 





Wanted: - 5000 gallon tandem trailer, bulk plant 
pump, meter and loading arm. Andrews Oil Com- 
pany, P. O. Box 675, Roanoke, Virginia. 


What is 
Your Need? 


Do you need competent men for 
your staff? Men experienced in 
the Petroleum industry. Men to 
fill executive, sales or technical 
positions ? 

Or are you looking for—or of- 
fering—a business opportunity 
of special interest to men in the 
industry served by this publica- 
tion? 








Or are you seeking buyers for 
surplus used equipment, or 
want to buy such equipment? 
The solution of any of these 
needs can logically be found 
first among other readers of 
National Petroleum News. You 
can get their attention, at small 
cost, through an advertisement 
in this “CLASSIFIED” Section 
of NATIONAL PETROLEUM 
NEWS. 











ANYTHING within reason that is wanted in the 

field served by Nationa, Prrro:eum News 
can be quickly located through bringing it to the 
—- ti thousands of men whose yt is 
— ia because this is the business paper they 


"BUSINESS OPPORTUNITIES 











For Sale 











For le jobber major brand petroleum products, 
folks teste all a? equipment and proper- 
ties. oing more t n 2,300,000 gallons per year 
BO-2237, National Petroleum News. 





Bulk Plant, 30,000 lion storage. 2. Three 
retail stations. Delivery Trucks. No real estate, 
good leases. Independent jobber, small midwestern 
town. 1953 gross $111,617.00. Price $25,000.00 
BO-2229, National Petroleum News. 








ADVERTISERS INDEX 


AC Spark Plug Division, General 
Motors Corp. 32 

American Flange & Mfg. Co. 4 

Auto Specialties Mfg. Co. 6 





Bishman Mfg. Co. 35 
Champlin Refining Co. 18 


Deep Rock Oil Corp. .. 47 
DuPont de Nemours & Co., Inc., 
_ | Se — 8 


Ever-Tite Coupling Co. 19 


Gilbert & Barker Mfg. Co. 22 
Goodrich Co., B. F. ae 1 
Gulf Oil Corp. ..... Facing Page 1 


Haller, J. Gilbert ... 11 

Hannay & Son, Inc., Clifford B. 
4th Cover 

Hartol Petroleum Corp. 47 
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Equipment too small for our business. 
FOR SALE 


1—2000 gallon, 2 compartment (each 1000 gol- 
lons) trailer, 900-20 tires, Good Brodie Meter. 
1—Chevrolet 1950 truck with 1250 golion four 
(4) compartment tank for gosoline or fuel oil, 
with meter and ticket puncher, 100 ft. hose, 
electric reel. 


1—Reo 1947 truck with 1000 gallon, four (4) 
compartment tank, with meter and ticket 
puncher, 100 ft. hose, manual operated reel. 
THE WILLIS CO. 
334 East 16th Street 
Erie, Penna. 
Phone 25-689 











Heil Co. 2 
Kelly-Springfield Tire Co. . 12-13 
Morrison Bros. ’ 31 


Natural Gasoline Supply Men’s 
Assoc. 14 


New England Petroleum Corp. 45 
Orchids of Hawaii, Inc. be 9 


Patent Chemicals, Inc. eh 47 
Penn-Central Oil Co. : 47 
Purolator Products, Inc. 28-29 


Republic Oil Refining Co. 47 
Rheem Mfg. Co. .. Facing 2nd Cover 


Scully Signal Co. te. SS 
Socony Vacuum Oil Co., Inc. 
3rd Cover 


2nd Cover 
United Refining Co. 45 


Wood Co., John Facing Page 24 
Willard Storage Battery Co. 


Tokheim Corp 





fal ,@) 0) ©) | 5) 44 


TEXAS OIL JOBBERS ASSOCIATION 





Dryer Holland 


RE-ELECTED PRESIDENT of Texas Oil Jobbers Assn., Hugh 
Dryer is shown with Barney Holland, Barney Holland Oil Co., 
Ft. Worth, a new director. Elected at the Dallas meeting, March 
8-10, were: Hugh Dryer, Dryer & Lee Oil Co., Lubbock, presi- 
dent; O. N. Pederson, Pederson Oil Co., Kilgore, vice president ; 
T. C. Riney, Atco Oil Co., Temple, secretary-treasurer 


WISCONSIN PETROLEUM ASSOCIATION _ 


Breuch Condon Kaiser King 


ALL OFFICERS were re-elected at the Milwaukee meeting 
of the Wisconsin Petroleum Assn. A. C. Breuch, Madison, 
secretary-treasurer; Don Condon, Ripon, president; John Kaiser, 
Eau Claire, vice president; K. C. King, executive secretary 


Hofmayer 


EXECUTIVE SECRETARY of the Texas Oil Jobbers Assn., 
George Hofmayer discusses union infiltration at service stations 
with Gordon Griffin of the Texas Service Station Assn. The 
Texas Oil Jobbers Assn. is giving its moral support to the 
dealers’ fight to keep unions out of stations. Union organizers 
have been active in the Port Arthur area 


Lofstrom Johns Chapin 


NEW DIRECTORS of the Wisconsin Petroleum Association, 
also elected at the Milwaukee convention, are: George W. 
Lofstrom, Iron Mountain Mich., Ray Johns, Chippewa Falls; 
and Harry Chapin of Stoughton 


OIL INDUSTRY INFORMATION COMMITTEE — MINNESOTA-DAKOTAS DISTRICT 


Burnap 


GOLD AWARD is presented to John 
Kuether, Mille Lacs Oil Co., Milaca, 
Minn., for “distinguished leadership and 
accomplishments” with the Oil Industry 
Information Committee. Presenting the 
award, at the OIIC winter meeting in 
Minneapolis, is W. H. Burnap, Min- 
nesota-Dakotas district OITC chairman 
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ABOUT OIL PEOPLE 


Three new members have been ap- 
pointed to the General Committee of 
the Division of Marketing of the 
American Petroleum Institute. 

Marc B. Braeckel, vice president 
and director of marketing, Sinclair 
Refining Co., New York replaces 
J. E. Dyer, president of the same com- 
pany. 

E. H. Collins, vice president and 
director, Esso Standard Oil Co., New 
York, takes over in place of L. E. 
Ulrope, Esso vice president and di- 
rector, who began an extended busi- 
ness trip to Europe and the Middle 
East in Febrvary. 

E. J. Webster takes the place of A. M. 
Hughes on the committee; both are 
with Phillips Petroleum in Bartlesville, 
Okla. Mr. Webster is manager of the 
sales department, and Mr. Hughes is 
vice president, sales. 

Mr. Dyer resigned from the com- 
mittee because of the pressure of his 
new duties as president of Sinclair 
Refining Co., while Mr. Hughes and 
Mr. Ulrope stepped out because of 
their imminent retirement from active 
service with their companies. 





am 

Robert E. Echols, formerly with 
Standard Oil of California, has been 
named sales representative for the Oro- 
nite Chemical Co. Operating from At- 
lanta, Ga., Mr. Echols will cover a 
terriiory that includes parts of Geor- 
gia, Alabama, Tennessee, North Caro- 
lina and Florida. 


a 

Eric Weber, president, heads the 
slate of officers of the Ohio Petroleum 
Marketers Assn. re-elected at the asso- 
ciation’s meeting in Columbus, March 
16-18. The other officers are: Sam 
Bohlen, vice president; Clyde Walling- 
ford, executive secretary-treasurer; and 
Hubert B. Fuller, general counsel. Mr. 
Bohlen is a jobber in Orrville, and Mr. 
Fuller is a Cleveland attorney. 

o 

T. E. Hickman, Jr. of Frankford, 
Del., reports his company is adding 
storage for Diesel oil and is installing 
new pumps and meters at its bulk 
plant to accelerate truck loading. Mr. 
Hickman is manager of Lynch & Hick- 
man, Inc. 

His company also has long-range 
plans for buying delivery trucks of at 
least 1,600 gal. capacity. Other plans 
include the establishment of 24-hour 
burner service and burner service con- 
tracts. 

e 


in 1936, Mr. Thornell was district 
manager for a major oil company. 


. 

N. Rulison Knox has been brought 
into the Husky Oil Co. and made a 
vice president in charge of the com- 
pany’s new steel operations. He was 
formerly with Bucyrus-Erie Co., 
a steel company in Milwaukee. 
Husky Oil, of Cody, Wyo., recently 
bought the Gate City Steel Works, an 
Omaha steel warehousing and fabrica- 
tion company, and is taking over its 
operation April |. 


7 

William W. Guitteau is now the 
general manager of the Ohio River Oil 
Co. of Cleveland, Ohio. He was for- 
merly with the Petroleum Exchange 
Co., Cincinnati, where he served as 
a vice president. Earlier he served 
with Allied Oil Co. in Cleveland; 
Valvoline Oil Co.; and with Gulf’s 
sales and refining department in 
Toledo, Ohio. 

s 

F. E. Anderson, compounder in 
Portland, Conn., says he is working on 
plans to build a new oil blending and 
compounding plant. Mr. Anderson is 
president of his own compounding 
plant, the F. E. Anderson Oil Co. He 
has long range plans for building an- 
other plant in Indiana or Illinois and 
setting up more distributors for the 
company’s specialties throughout the 


US. x 
A. M. Lang has been appointed 


manager of the export sales depart- 
ment of General Petroleum, Los An- 
geles, succeeding N. H. March who 
retired March | after 42 years of 
service. 

Mr. Lang joined GP in 1924 at San 
Francisco in accounting. He has been 
in Los Angeles since 1936, and has 
been in export sales work since 1943. 
He is a member of the Foreign Trade 
Assn. of Southern California and the 
World Trade Committee of the Los 
Angeles Chamber of Commerce. 


Joseph L. Seger will begin his new 
duties as a vice president and director 
of The Carter Oil Co., Tulsa, Okla., 
on June 1. Mr. Seger has been serving 
as president of Interstate Oil Pipe Line 
Co. at Shreveport, La. 

Succeeding Mr. Seger at Interstate 
will be George A. Wilson who has 
been special assistant to the co-ordina- 
tor of transportation of Jersey Stand- 
dard in New York City. Mr. Wilson 
plans to move to Shreveport about 
April 1. 

Both Carter Oil and Interstate are 
affiliates of Jersey Standard. 


Franklin L. Kundahl of Crown Pe- 
troelum Corp., Hartford, is the new 
president of the Connecticut Petro- 
leum Assn. Other officers elected at 
the association’s dinner meeting, 
March 18, include: W. D. Roth, Dahl 
Oil Co., Norwich, vice president; and 





Boice 


LaFortune 


P. B. “Pete” Thornell of Florence, 
S. C., owner of a chain of private 
brand service stations was recently 
elected first vice president of the Bank 
of Florence. Before going Independent 


VETERAN PIPE LINE SPECIALISTS John E. Boice, resigned from the Petroleum 
Administration for Defense on March 15, ending 42 years of government service. He 
is shown at a farewell ceremony receiving a bronze medal and a Certificate of Com- 
mendable Service from Joseph LaFortune, deputy PAD. Mr. Boice left PAD to go 
with Committee for Pipe Line Companies, an industry enterprise in Washington, D. C. 
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DES MOINES HONORS OIL MAN 
Henry W. Wilson, by naming him winner 
of the Iowa city’s 1953 Community Serv- 
ice Award. Mr. Wilson is vice president 
of Cushman-Wilson Oil Co. 


William V. Higgins, Lehigh Inc., Nor- 
wich, secretary. 

Re-elected by the association were: 
Irvin A. Shiner, Connecticut Refining 
Co., West Haven, treasurer; and Larry 
Edwardson, New Britain, executive 
secretary. 

. 


Robert F. Duncan has been pro- 
moted to manager of the package 
products division of the Calumet Re- 
fining Co., Chicago. He replaces Guy 
N. Kinney who recently resigned. 

Mr. Duncan continues as secretary 
and treasurer and a member of the 
board of directors. 

* 


P. E. Lakin, who has been in the oil 
industry since 1915, retired March 31 
from his position of vice president and 
director of Shell Oil Co. He will con- 
tinue to live in San Francisco where 
he will enter private business. 

Mr. Lakin has served the company 
in an executive capacity in St. Louis, 
Chicago, and New York. In 1936 he 
was made a vice president of the com- 
pany and in 1945, a director. 

S. F. Bowlby, vice president in 
charge of exploration and production 
for the Pacific Coast area, will replace 
Mr. Lakin as the senior Shell officer 
on the Coast. Mr. Bowlby joined the 
company in 1926 as an assistant engi- 
neer in the Texas Panhandle. He 


56 


moved to Los Angeles in 1940 to be- 
come chief exploitation engineer and, 
in 1946, became a vice president, the 
position he has held since. 

» 

Ted F. Keys is adding a new ware- 
house and a new salesman’s ranch 
wagon to his Lake Worth, Fla., con- 
signee business. Mr. Keys is the owner 
of the Lake Worth Oil Co. 

+ 


O. A. Bandy was elected an area 
chairman for the Oil Industry Infor- 
mation Committee at an area meeting 
in Kingfisher, Okla., March 10. Mr. 
Bandy is a resident of Kingfisher and 
an agent for the Continental Oil Co. 

Oil men from four counties attended 
the meeting. One of the featured 
speakers on the program was B. T. 
Willey, state co-chairman for the OIITC 
for western Oklahoma, and division 
manager for Continental Oil Co. at 
Oklahoma City. A. V. Bourque, Mid- 
Continent Oil and Gas Assn., Tulsa, 
demonstrated products from _ the 
“Magic Barrel.” 

* 


J. E. Driscoll has been named dis- 
trict representative of the Asphalt 
Sales Department of the Standard 
Oil Co. (Ohio) with headquarters in 
Cincinnati. He replaces Henry N. 
Riehle who retired Jan. 1, after 23 
years with the company. 

© 


Carroll D. Fentress, special assistant 
to Deputy PAD Joseph LaFortune, 
has been given duties formerly han- 
dled by Assistant Deputy John Det- 
weiler who has resigned to return to 
Standard Oil Co. of California. 


DEATHS 


Charles J. Yokom, widely known in 
oil circles as an authority on highway 
transportation, died in Marlette, Mich., 
on March 15. 

Mr. Yokom had been vice president 
of Refiners Transport & Terminal 
Corp. until he retired to his farm in 
Mayville, Mich., in 1948. 

Born in North Branch, Mich. in 
1886, Mr. Yokom was educated in 
the grade and high school in Mayville. 
Then he attended Albion College and 
Depauw University. 

His first business venture was in 
the lumber industry in the South. 
Then he became a produce broker in 
Detroit. Later he joined the Fruehauf 
Trailer Co. and then became asso- 


ciated with the Turner Cartage and 


torage Co. He entered the petroleum 
ransportation field when Turner 
Cartage endered this field. 


COMING MEETINGS 


APRIL 


American Society of Lubrication Engineers, 
+) _rrctienee Cincinnati, Ohio, April 


Assen. of Eastern Petroleum Credit Managers, 
annual meeting, Hotel Statler, Buffalo. 
N. Y., April 5-7. 


Oil Heat Institute of Washington, annua) 
meeting, Chinook Hotel, Yakima, Wash... 
April 9-10. 


National Petroleum Assn., 5ist semi-annua) 
meeting, leveland, Cleveland, Ohio, 
April 14-16. 


Georgia Independent Oilmen’s Assn., annua) 
cenvention, Hotel Dempsey, Macon, Ga., 
April 22-23. 


Michigan Petroleum Asen., sprin: 
tT Hotel, Grand Rapids, Mich “Aneli 


Fuel Oil Distributors Assn. of New Jersey, an- 
nual ergvention, Berkeley-Carteret Hotel. 
Asbury Park, N. J., Apr. 28-30. 


MAY 


Tennessee Oil Men’s Assn., semi-annual con- 
FS ge Hermitage Hotel, Nashville, Tenn., 
ay 2-4. 


Oil Industry TBA Greup, midwest section. 
Sheraton Hotel, Chicago, Ill., May 3-4 


American Petroleum Institute, Lubrication 
a Skytop Lodge, Skytep, Pa., May 


American Petroleum Institute, Safety & Fire 
Protection Committee, midyear meeting, 
Chase-Park Plaza, St. Louis, May 3-7. 


National Highway Users Conference, Fifth 
Highway Transportation Congress, Mayflower 
Hotel, Washington, D. C., May 4-6. 


National Tank Truck Carriers, 6th annual con- 
—s Netherlands-Plaza, Cincinnati, Ohio, 
ay 


Empire State Petroleum Assn., Hotel Roose 
velt, New York, May 9-11. 


Pennsylvania Petroleum Assn., spring conven- 
=. re, Springs Hotel, Bedford, Penn., 
ay 


Liquefied Petroleum Gas Assn. Annual Conven- 
—_ Conrad Hilton Hotel, Chi cago, Ill., May 
9- 


American Petroleum Institate, a of 
Transportation, Products Pipe Line Confer- 
ence, Warwick Hotel, Philadelphia, Penn., 
May 10-12. 


American Petroleum Institute, Division of Re 
fining, midyear meeting, Rice Hotel, Hous- 
ton, May 10-13. 


Indiana Independent Petroleum Assn., French 
Lick nye French Lick, Ind., May 12-13. 


Assn. erican Battery Manofacturers, 
White sulpher Springs, W. Va., May 138-15. 


Interstate Oil Compact Commission, spring 
meeting, General Oglethorpe Hotel, Savan- 
nah, Ga., May 14-15. 


Oil Heat Institute of America, 32nd annual 
convention, 20th Oil Heat Show & La a 
Indoor Comfort Exposition, Commercial M 
seum, Benjamin Franklin Hotel, Philadel- 
phia, Penna., May 16-20. 


American Petroleum Institute, Division of 
Marketing, midyear meeting, Cosmopolitan 
Hotel, Denver, Colo., May 17-19. 


National Fire Protective Assn., 58th annual 
meeting, Statler Hotel, Washington, D. C., 
May 17-21 


North Carolina Oil Jobbers Assn., spring con- 
vention cruise on board the Queen of Ber- 
sailing from Norfolk for Bermuda, 

May 23-2 


Packaging Institute, Petroleum Packaging 
Committee, Cleveland, Ohio, May 24-25. 


JUNE 


Pennsylvania Grade Crude Oil Assn., 3ist an- 
nual meeting, Hotel William Penn, Pitts- 
burgh, Penna., June 3-4. 


Secy. of Automotive Engineers, summer meet- 
ing, Ambassador and Ritz-Carlton Hotels, 
Atlantic City, N. J., June 6-11. 


Oil Industry Information Committee, Edge- 
water Beach Hotel, Chicago, Il., June 9-11. 
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TAKES PLENTY OF 


MANPOWER 


to Bring You Flying Horsepower ! 








Mobilubrication 














SAILORS REFINERY TECHNICIANS TRUCK DRIVERS SOCONY-VACUUM 


SOCONY-VACUUM OIL COMPANY, INC. 


and Affiliates: 
MAGNOLIA PETROLEUM COMPANY - GENERAL PETROLEUM CORPORATION 





NEW YORK 4. N. Y.—26 Broadway « CHICAGO 5. ILLINOIS—59 E. Van Buren Avenue . KANSAS CITY 13. MISSOURI 

St. « BALTIMORE 18, MARYLAND—1914 North Charles St. « MILWAUKEE MICHIGAN—903 West Grand Bivd « ST. LOUIS 8, MISSOURI—4140 Lindel 

1, WISCONSID“—007 South First St. « CLEVELAND 15, OHIO—1422 Euclid Blvd . DALLAS 1, Texas Magnolia Petroleum Co., Magnolia Building 
Socony-Vacuum maintains many other conveniently located service offices to give you close and fast cooperation 


925 Grand Ave « DETROIT 3 
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HANNAY 


HANNAY has a hose reel for every purpose, 
for every business or industry employing hose. 


In the petroleum and chemical industries, in 
aviation, and among the nation’s leading 
manufacturers of fire fighting equipment, the 
name HANNAY is synonymous with “best”. 


Stationary and mobile types, hand or motor 
operated. Also special reels for special jobs 
such as cable reels for portable X-ray and 
lighting installations. 


When good hose reels are needed, standard 
or special purpose, put your problems up 
to Hannay. 


New EXPLOSION-PROOF Model 


Developed to overcome dangers previously 
associated with electrical rewinds. Sealed, 
Underwriters-approved motor protected 
against fog, foam, water and fumes. Safe, 
controlled rewind speed. Acclaimed by users, 
“the safest, most efficient Hose Reel ever built!” 
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